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Greetings to my brothers 

—Kleanbore Shooters— || 
throughout the world. 
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IN 1933, A NAME TO REMEMBER 











BUILD BUSINESS ON 
THIS REPUTATION 


Nationally known, universally used and 
immediately recognized Lockwood 
Builders Hardware is a line whose merit 
has been proven over and over. A line 
that stands out from competing prod- 


ucts by its own quality and distinction. 


When a customer wants door fittings 
that are distinctive, that will not only 
give long service to his home or build- 
ing. but will be born of true crafts- 
manship and inspired design, you 
should suggest Lockwood. Show sam- 
ples of the newer Lockwood models, 
and explain their wide use---how they 
adapt themselves to every decorative 


treatment. 


Stock, display, suggest, sell Lockwood 
Builders Hardware, and profit not only 
in dollars and cents but in the assurance 
that your customers are getting the 


finest products that money will buy. 


The new General Catalog No. 20 will 
be ready for distribution to Lockwood 


Dealers after January 1, 1933. 

















LOCKWOOD HARDWARE MFG. COMPANY 


Division of Independent Lock Company 
Pt Fy £483 U's & : - BAGS ACH. 6 2. oT Tt SG 
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First place on 
Christmas Lists 
now goes to 


PYREX 
OVENWARE 








No. 414 
CUSTARD CUP 


Here are Some of the Reductions 


No. 209 
PIE PLATE 
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HE old Christmas spirit is still 

alive and kicking. But this sea- 
son’s Christmas purses are pinched 
and lean... make no mistake about 
that! It will take real value to open 
them up—and useful gifts are popu- 
lar as never before. 

That’s why Pyrex Ovenware gets 
first place on this year’s Christmas 
lists. Always the most practical of 
Yuletide gifts, the recent drastic 
price slashes of many items make 
possible their purchase for from 14 


to 14 less money. 

Only a few days more and Christ- 
mas will be over. But how those 
days are packed with selling! It’s 
human nature to put things off. 
Now, at the last minute, the big 
rush is on. Everyone wants the per- 
fect Christmas gift ... quick. It must 
hit the spot... cost little. That’s 
Pyrex Ovenware! 

Pull these last-minute shoppers into 
your store with a Pyrex Ovenware Gift 
Set window display. This 10-piece set is 


FD AS MUCH AS y, 








Everyone is talking about Pyrex Ovenware, at 
its new low prices. National advertising broke 
the news in October. All the leading women’s 
magazines and the American Weekly, Sunday 
Supplement to 17 leading famous newspapers, 
carried full-page advertisements in color. 
Steady demand insured throughout 1933 by 
consistent national advertising. 


basic equipment for everyday baking 
needs. It’s a big buy that used to cost 
$5.15. Price now, only $2.95. Packed ina 
good-looking gift box, it’s the real Christ- 
mas gift. ; 


It will pay you many times over to make 
a special Christmas display of Pyrex 
Ovenware. It’s not too late. And an ad 
in your local newspaper will do wonders 

. There’s not the slightest doubt about 
it. One dealer with one ad in his own local 
paper sold 276 gift sets in a single day! 
Others have trebled their sales and 
trebled them again! 


PYREX OVENWARE 


“‘Pyrex’’ is a registered trade-mark of Corning Glass Works, and indicates their brand of resistant glass. 
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PLYMOUTH 


SHIP BRAND ae a ROPE 








You can't say to the glider enthusiast 
“If the rope fails, bring it back’ 











ag get profitable, repeat business from rope sales, you 

must have a reputation for selling a dependable, qual- 
ity product. This is true whether the customer risks his 
life on the quality of the rope or whether he thinks 
strictly in terms of rope value received for his money. 


When you sell Plymouth Ship Brand Manila Rope, you 
are selling a product known and respected a 
for its dependability. 


Ensuring safety, lasting satisfaction, and true economy for 
the user, the quality of Plymouth Ship Brand Manila Rope 
is reflected in repeat sales—sales that mean profit to you. 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Mags., and Welland, Canada 





SALES BRANCHES 
New York Chicago Boston Baltimore New Orleans Fort Worth 
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“ The Rope You Can Trust 


4 HARDWARE AGE 




































No. 996 
Kiichenkook Range 


gs ANew Note 
FOR 1933 


Kitchenkook, the stove that makes its own gas, 
offers the following sales building features for 1933: 
New beauty —new harmony of design. 

Adjustable Roll-Out Broiler on ranges. Insulated ovens. 


Sta-Klean generators, proved a sensational success, on all 
models. 


Everdur fuel tanks—will not rust — unaffected by acids or 
or sulphur in gasoline. 


A complete line—15 beautiful models—a very attractive 
price schedule. Write for full information. 


American Gas Machine Company, Inc. 
Factory: ALBERT LEA, MINN. 


Branches: 360 Furman St., Brooklyn, N. ¥., 4242 Hollis St., Oakland, Cal. 
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IS THE HARDWARE STORE 


HIGH PRICED? 


Are too many dealers losing sales by insisting on high 


mark-ups when lower prices plus increased turn-over 


would produce greater profits? 


Here we are lying awake nights thinking up 
ways and means of putting our customers in 
position to meet every kind of competition 
they may be up against, and running our 
sources of supply ragged with demands for 
better values. 


And when we get them—when we go to 
friend dealer and say, “Here, Mr. Hardware 
Man, is a sled that is a good retail value at 
$1.75, but our price permits you to offer it 
as a red-hot special at $1.49” — what 
happens? 


One of two things. The dealer may take our 
suggestion and feature his sleds at $1.49, 
making a fair margin of profit — but far 
more important than the actual dollars and 
cents gain, he has given his customers a real 
buy. He has shown his trade that they can 


get as good value in his store as anywhere in 


town. 


Or this same dealer may mark his sleds at 
$1.75, because he feels he can get the extra 
profit. But how much longer will it take to 
do it? 


Wouldn’t the lower price have brought big- 


ger returns on quicker turnover? 


And wouldn’t there be an item of “customer 
satisfaction” that might be worth money in 


the bank? 


Don’t misunderstand us. We are not advo-. 
cating price-cutting. Far from it; but we do 
contend that some hardware dealers are 
losing out because they will not use these 
“specials” the way they are intended, name- 
ly, to meet outside competition with real 


honest-to-goodness dollar value. 


Too many people think the “Hardware Store” is high 


priced. Our job is to help you prove them wrong. 


THE GEO. WORTHINGTON CO. 


1829 
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BANISHED! 


Here is one of the strongest 
selling points in favor of 


NATIONAL Door Hangers 
ie whole door action centers upon 


this all-important factor friction, 
and in overcoming it these quality 


Hangers Nos. 50, 52, 53 and 54 have 











No. 50 No. 53 
Trolley Door Hanger Trolley Door Hanger demonstrated new thrills in smooth 

performance. 
Steel roller bearings allow the hanger 
wheels to glide swiftly and freely, 
carrying the great weight of even the 

heaviest of doors witheut strain. 
ge 
ationa 
eset 

No. 52 No. 54 hangers include special designs for the heavy 
ee job, for the medium or just the light door, and 


for doors designed to pass each other. These 
hangers operate on a specially designed rail that 
will not sag. This rail has strong brackets that 
insure a rigid track for the gliding hanger 
wheels.’ Installation is extremely simple. 





There is a widespread demand 
er National 
for this door equipment ot luis tebe & 


° buildin 
proved performance; without | pvrpose—a complete 
line. The items be- 


























No. F-51 Bracket it your stock is incomplete. low are all big sellers: 
° Sliding Door Hangers 
Further particulars gladly fur- Sliding Door Rail 
° Garage Hardware 
~ Latch 
nished on request. Rael 
Strap and Tee Hinges 
Half Surface Butts 
National hardware is sold direct Mortise Butts 
to the retail dealer—a policy Ornamental Hinges 
No. 51 Trolley Rail that promotes quality, service —” 
and direct selling cooperation. Sash Lifts 
ike 
National Manufacturing Company ?LLiNols 
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Ohristmas 
1932 


(I) rt again Christmas is here. The New York Sun will 


publish its letter to the little girl who asked “Is there 


a Santa Claus?” Local papers in a hundred cities and 
towns will quote again this letter which first appeared in The 
Sun more than thirty years ago. Another hundred papers and 
magazines will republish that immortal rhyme beginning 
** *Twas the night before Christmas, and all through the house.” 
A greater number will quote from Dickens’ Christmas Carol, 
ending their messages “‘as Tiny Tim said ‘God Bless Us One and 
All.’ ” The funny papers will tell again of Dad paying all the 
heavy bills, of horrible neckties and evil smelling cigars women 
buy for men. Even the villains of the comics will stop sneering 
long enough to say “Merry Christmas.” Traffic cops smile, rail- 
way conductors offer holiday greetings—even head waiters act 
human. 

All this happens because it is Christmas—just the regular, 
old fashioned Christmas we have always known. It is great to 
know that once a year we can pause from our selfish labors to 
join the family reunion at dinner or meet with friends and 
neighbors. That we may and will observe Christmas pretty much 
in the same old way is one of the really bright spots in today’s 
picture. , 

Christmas is the one institution we have clung to and refused 
to surrender. It has withstood the onslaught of modern (or 
moderne) thinking, with its sophistication, materialism and in- 
difference to human values. 

So, on Christmas Day 1932, young and old will live again 
their childhood days, recalling hoarded pennies that bought 
homely remembrances for brothers, sisters and other members 
of the family. That this simple and kindly spirit may pervade 
your life and home this Christmas Day is our wish to you. 

—The Editors. 
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The higher portions of the Stam- 
baugh-Thompson hardware $store, 
Youngstown, Ohio, are lighted by 
bracket lanterns above first story. 


THER lighting articles in this 
QO series have set forth some of 

the principles which make 
window displays extraordinarily 
worth while, or have shown how sell- 
ing becomes easier and how business 
can be improved by modern interior 
illumination. To a large extent, how- 
ever, all these improvements fail in 
their largest degree and all these in- 
vestments prove futile unless the buy- 
ing public—your real and prospec- 
tive customer—approaches your 
place of business, or actually enters 
the doorway of your store. 

“Approach” lighting, therefore, is 
that finishing touch of perfection, 
nay, almost that essential require- 
ment which is involved in the begin- 
ning of the sale. 

One of our greatest merchants 
once said that if he could select his 
customers in any community he would 
be willing to and could afford to pay 
each one fifty cents to step inside his 
store. Good approach lighting is cer- 
tainly cheaper than that. It works 
for you every evening and it exerts a 
drawing power on thousands of peo- 
ple that otherwise you do not or can- 
not reach with any other message. 

In defining approach lighting we 
broadly refer to exterior illumination 
of the building front, the sidewalk or 
the street adjacent, as distinct from 
lighting within the show windows or 
of the electric signs and worded mes- 





Engineering 
ompany, 


*Manager, Commercial 
ept., Westinghouse Lamp 
Bloomfield, N. J. 












































sages. Thus, what we are discussing 
is largely a species of store lighting 
but allied closely to what has been 
termed “floodlighting.” Special forms 












Duo-Lux street 
lighting lantern 
has two light 


sources, one illu- 
minating the side- 
walk below and 
the other nearby 
buildings, by 
means of a pro- 
jector. 
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ome Hither 


by SAMUEL G. HIBBEN* 


of distinctive street lighting are also 
included. 


A Miniature Gay White Way 


There are serveral ways of achiev- 
ing results but in general each mer- 
chant begins his study of the outdoor 
lighting problem at the curb line. In 
many communities, particularly sub- 
urbs and small towns, the general 
street lighting system is purely 
utilitarian. This affords the individual 
store owner or a group of owners, 


When the building front is of light color, 
two ornamental curb standards spaced about 
fifteen feet apart create dignified beauty. 
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covering all or a goodly portion of 
a block, an opportunity to make that 


- section a small “Gay White Way.” 


From two to several ornamental 
curb-line lighting standards naturally 
add to the attractiveness of the street 
and increase or divert the flow of 
night traffic. Often these ornamental 
standards may be fitted into the gen- 
eral civic improvement scheme of a 
community by friendly cooperation 
between the City Fathers (or the civic 
planning commission) and the local 
public utility. 

Dignified curb-line lighting stand- 
ards, even if wholly owned and oper- 
ated by the property owner, are not 
unduly expensive. Where the electric 
power cannot be provided as part of 
the regular street lighting system, the 
electric wires are usually run under 
the sidewalk from the basement of the 
store and attached onto the regular 
store lighting (multiple) system. In 
that way an automatic clock switch 
turns off the street lamps at midnight 
perhaps or when the window lights 
are extinguished. 

One of the recently developed and 
most attractive methods of illuminat- 
ing the building facade as well as the 
sidewalk is to combine in a lantern 
at the top of an ornamental standard 
two Mazda lamps, one for the general 
street and sidewalk lighting and the 
other in a concealed reflector which 
throws the light higher ‘up onto the 





TABLE I---MODERN STREET LIGHTING PRACTICE 


pe 
chane ep wranee ory nae SPACING sa Approximate Horizontal 
SLASS rs >) eig stance Ca e Watts Illuminati 
(Feet) (Feet) | Atrangement Per Unit. Per Unit (Foot-candles) 
Main Business .... 18-25 100-140 Opposite 2,000 to 7,500 1,000 to 3,600 1.3 -3.0 
Minor Business ... 15-18 100-150 Opposite 1,000 to 3,000 500 to 1,500 .§ -1.5 
Main Thoroughfare 15-17 120-160 Opposite 600 to 2,000 300 to 1,000 =.5 -1.0 
Minor Thoroughfare 14-16 100-140 Staggered 400 to 1,000 200 to 500 .2-.3 
Residential ........ 12-15 110-150 Staggered 250 to 600 150 to 350 .1- .2 
Pare DFIVes «2.0%: 12-15 125-200 Staggered 250to 400 150 to 200 — : 
Minor Residential.. 18-25 150-200 Staggered 250 to 400 150to 200 .1 - .12 
or 
Warehouse Districts 18-25 150-250 Single Row 250to 400 150 to 200 .08- .12 
pO See 18-25 180-250 OverCenter 250to 400 150 to 200 .08- .12 
or 
FRIGNWEGE Cccncanss 25-35 250-350 One-Side 250 150 .05- .10 
Note: The first six classes of streets should be lighted with ornamental equipment; 


the last four with utilitarian. 





building front by brackets. Such a 
unit (Duolux) removes the unsightly 
placement of ordinary floodlighting 
projectors where these otherwise 
would have to be mounted across the 
street on a separate property or at- 
tached to the building front by 
brackets. Two 500 or 1000 watt lan- 
terns of this general type would de- 
lineate the average small store front 
in a striking and yet dignified manner. 


Follow Recommended 
Practice 


Whatever the method employed, 
one should first be familiar with the 
best practice in modern street light- 
ing. The data in Table I, therefore, 
will serve as a guide and should be 
followed if individual street lighting 
standards are later to be part of the 


pproach Lighting 


Approach lighting is more effective when a group of properties or several stores unite in placing 
a larger number of curb standards along “‘their” street. 
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general community planning. How- 
ever, when such ornamental posts are 
localized, spacings and lamp sizes 
will be changed for, though reason- 
ably good general street lighting 
results with 25 to 50 times the in- 
tensity of moonlight, the real draw- 
ing power suggests the use of much 
higher intensities, especially where an 
outstanding contrast is to be achieved. 

The hardware merchant contem- 
plating the use of curb-line posts or 
standards should keep in mind a few 
guiding principles: 

1. Place the standard far enough 
back of the curb line so it will not be 
struck by the bumpers or hubs of 
passing vehicles. 

2. Ornamental standards of con- 
crete are preferable because they 
blend with surrounding masonry and 
require no painting or maintenance. 
The Hollowspun type of concrete 
post is resistant to shocks or blows 
and will not break off or topple over 
when struck. 

3. The height of the lantern or post 
top should be at least 15 feet to give 
wider spread of light on the sidewalk 
surface; to give better lighting of the 
second and higher stories of the 
facade; and to place the light source 
well above the level of vision from 
the eye of.a person in a passing 
vehicle to the show window. 

4. The wiring, or the provision of 
a spare outlet at each standard, 
provides for connecting temporary 
festoons of lamps, or luminous de- 
corations as for holiday and festival 
occasions. 

5. The lanterns should be care- 
fully selected, to be water-tight and 
bug-tight, for example. 

6. When a Duolux or twin-lamp 
lantern is used, the smaller bulb 
should often remain burning for side- 
walk lighting, when the floodlight- 
ing of the upper facade is not wanted. 
This suggests two circuits per post. 
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When ornamental street lighting 
posts or curb-line standards seem im- 
practical, it is possible to floodlight 
the building facade by a bracket 
fixture of the ornamental lantern type 
which conceals floodlight projectors. 
The higher portions of large build- 
ings are best lighted by such bracket 
lanterns attached above the first 
story. This use presupposes an 
architecture that affords smooth sur- 
faces such as pilasters and a construc- 
tion of light colored tile or brick. The 
grazing angles of the light beams 
cause the window ledges and narrow 
cornices as well as relief ornaments 
to be delineated with interesting high 
lights and shadows. 

Each building facade deserves a 
special study, attempting to avoid any 
mere flooding with light that gives a 
flat or whitewashed appearance. In 
brief, there is a real artistry of ex- 
terior painting with light, involving 
shadows and extending into the field 
of dignified color. The use of color 
tints in floodlighting is sometimes 
applicable but in any case color must 
be used with restraint so as not to take 
on the theatrical or circus aspects. 

Wherever possible the merchant 
should have in mind special holiday 
or festival decorations and select the 





Facade lighting if the isolated or small 
store front is well done with the Duo-Lux 
type of street lantern. 


exterior lighting equipment with 
flexible or extra wiring. Spare out- 
lets should be provided not only in 





Combination bracket for the small store 
front produces a downward light which 
brightens the sidewalk shopping area and 
has concealed a floodlight projector which 
sends a bright beam up the building facade. 





the facade lanterns but in many cases 
added as -extra attachment outlets 
built into the wall itself at points 
where festoons and lighting orna- 
ments can be attached. Color screens 
should be considered in the selection 
of floodlight projectors and all wiring 
must be sufficiently adequate to 
handle extra lamps that may be 
wanted on Christmas holidays, etc. 

The choice of proper exterior light- 
ing equipment and recommendations 
for placing it involves a great deal 
of knowledge and experience which is 
usually foreign to the activities of the 
average hardware merchant. It is 
suggested, therefore, that he consult 
with the lighting specialists of the 
local public utility or with the en- 
gineers of reputable manufacturers 
of lighting devices so that full ad- 
vantage can be taken of the greatest 
drawing power of exterior illumina- 
tion. 

When the job is well done and the 
building front and its immediate 
neighborhood cannot be other than 
noticeable and known in that com- 
munity, then the merchant may feel 
a pride in having added to the civic 
beauty of his community and should 
profit from the “come hither” invita- 
tion that the lighting has extended. 


An Easy Way to Install an Effective Window 


HE hardware dealer who de- 
sires at times to individualize 
some of the small units of a 
window display may find the follow- 
ing suggestion from the window trim- 
ming department of the Monrovia 
Hardware Co., Monrovia, Calif., 
helpful: 

Take a number of empty cartridge 
boxes, or boxes of similar or larger 
size, construct them into a pyramid 
in such a manner that every alternate 
box in each row faces inward so that 
its bottom faces the window. Into 
the open-faced boxes, items of mer- 
chandise may be placed. 

The foregoing directions are sim- 
ply in explanation of the principle. 
Now for the refinements: 

The boxes should be painted, pref- 
erably black, because it covers more 
readily than other hues; and, also, 
because the dark background permits 
the merchandise to stand out in in- 
creased prominence. Then, to make 
the display increasingly potent, the 
dealer should tack a narrow strip of 
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wood—say three inches wide—across 
the top portion of each open-faced 
box to form a valance, as it were, to 
conceal an electric light globe and 
socket in the top of the box. This is 
indicated by the dotted lines in the 
accompanying sketch. 

The lamps should be lighted inter- 
mittently, preferably one at a time, 
by means of a small motor flasher 
included in the hook-up. Thence, at 
night, the window shoppers’ attention 
will be drawn to each compartment 








and its display when the light inside 
each is turned on for a few seconds. 

It is not necessary to waste the 
display space taken up by the bot- 
toms of the alternate boxes. The 
dealer may attach to or suspend from 
the bottom “of each box, some item, 
though it will not receive the same 
prominence as is gained by the items 
in the boxes. Or, he may utilize the 
space for showcard messages. 

There are many variations of the 
set-up. For example, the dealer need 
not follow the pyramid idea, but may 
construct a rectangle by placing each 
box directly above the one below it; 
or he may let each box rest on a por- 
tion of each of the two boxes below it 
and. have open spaces between, into 
which he may place some item for 
display. He may have all of the 
boxes open-faced and equip all with 
lights, or only the alternate ones so 
as to produce contrast. He may use 
larger boxes than those suggested so 
that larger items may be accommo- 
dated. 
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Bust Among Ourselves 


CANADIAN hardwareman visited 
me last week. He has repre- 
sented both American and British 
firms in eastern Canada and was sail- 
ing that night for England. The 
most important part of his baggage 
was a fairly large collection of cata- 
logs and salesmen’s sample rolls ob- 
tained from American manufacturers 
of very staple hardware and tool 
lines. These are to be an inspiration 
to his English factories as he can no 
longer stand the money exchange rate 
plus the tariff on American goods. 
He hopes to persuade English firms 
to make their goods with what. he 
calls “the same look of quality so 
common in the better American made 
hardware.” Without hesitation he 
told me that American made goods 
were the easiest to sell if you have 
the courage to talk values instead of 
prices, largely because of the way 
American goods are finished and 
packaged. ' 
.a a | ee 
Our old friend “Hello World Hen- 
derson,” the anti-chain radio crusader 
of Shreveport, La., has filed a per- 
sonal bankruptcy petition which I 
am told does not involve either of 
his two broadcasting stations. These 
are owned by a separate corporation 
and presumably will continue to 
function. Until this word of his per- 
sonal difficulties came to light Hen- 
derson had pretty well dropped from 
public sight. I met him once—spent 
an afternoon and evening watching 
and listening. He had great energy 
for his work and a rare collection 
of “evidence” which he used in his 
nightly tirades against the chain store 
system. To some he was a new Moses 
to lead retailing out of a commercial 
wilderness, but to others merely an 
opportunist who successfully made 
profits sponsoring a currently popu- 
lar campaign. 
enn 
NLY one bank has failed in Can- 
ada since 1923, and the last one 
prior to that was in 1914. In the 
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United States there were 2,022 sus- 
pensions in 1931 alone. So writes 
R. J. C. Stead in the Rotarian. It is 
difficult to start a bank in Canada. 
You must have $500,000 capital and 
a charter from the federal govern- 
ment. In all Canada there are only 
ten banks today, but with many 
branches throughout the Dominion. 
They may not make loans on real 
estate nor can local enthusiasm or 
favoritism play a part in securing 
loans. Facts on collateral are sub- 
mitted to banking officials in another 
city, who have no choice but to de- 
cide on the facts and not the hopes 
of each loan application. Without 
a doubt it is too easy (in most states) 
to start a new bank in this country. 
Groups of otherwise capable business 
men will get together and soon a 
new bank housed in a temple of 
marble is open for business. We have 
some bank supervision, but appar- 


ently it is entirely inadequate. Cer- 


tainly our banks dropped out like 
dead flies in recent years. Good 
plumbers became poor bankers. It 
is rather generally hoped that Con- 
gress may step into the banking pic- 
ture with restrictive measures, so 
that banks cannot be started where 
they are not needed, nor sponsored 
by groups lacking financial strength 
and experience necessary to make 
them more permanent. Our business 
structure requires credit. from banks, 
but from banks that are dependable. 


a 


HERE appears to be considerable 

waste motion and needless opera- 
tion cost in present day handling of 
charity collections. During the past 
ten days I have received pleas for 
funds from sixteen different local or- 
ganizations. These have come to my 
office. At home I have had four 
more, making twenty in all. Each 
letter includes printed matter estab- 
lishing the integrity of the committee 
and the very good (and they are 


good) and noble purposes for which 
the money is sought. Each requires 
a three-cent stamp and includes a 
stamped return envelope. Much as 
I might wish to do so, I cannot con- 
tribute to more than two of these 
20 worthy causes. Not counting the 
cost. of clerical work or printing in- 
volved there is a definite loss of 
$1.08 for postage alone. Each plea 
stresses the great buying power of 
one dollar placed with its committee, 
but collectively the wasted dollars 
must be staggering. I know these 
moneys must be raised. People must 
not. continue to suffer. But—how 
much more effective it would be if 
every citizen contributed at regular 
intervals to one fund. The individual 
contribution would be greater and 
there could be centralized places 
where help could be rendered. Needy 
cases would be referred to this source, 
whose staff would soon become quite 
expert as well as sympathetic in deal- 
ing with this difficult problem. Many 
cities have a Community Chest which 
makes an annual drive. This seems 
to be the human and efficient way 
to handle the problem. 


—— HA —— 


EREAFTER Cuban drug stores 

will be drug stores and not de- 
partment stores. A law has been 
passed restricting such stores from 
selling anything except pharmaceuti- 
cal products, hygienic and orthopedic 
articles, apparatus for application of 
sciences and stationery supplies. This 
legislation must bring joy to the 
hearts of many a Cuban hardware 
merchant who has felt the sting of 
drug store competition with their 
seven day weeks and their long hour 
days. This will be interesting to 
watch, although I have always doubt- 
ed the desirability of legislative re- 
lief in such competitive situations. 


_— | ee 


Merry Christmas to you and yours 
and may the New Year hold in store 
for you all that is happy and good. 
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A. C. Campbell, Van Wert, Ohio 


Last-Minute and After-Christmas 
Window Displays 


AST-MINUTE Christmas _ pur- 
chases, “Christmas money” 


trade and after-Christmas busi- 
ness are features of these window ap- 
peals. In the two suggested displays 
prepared by our artist-display man 
the Harpware AGE interchangeable 
display fixtures are used as founda- 
tion for the trim. These fixtures may 
be built in your own workshop, or 
you may have them built at small ex- 
pense by a local carpenter. Instruc- 
tions for building them are provided 
by HarpwareE AGE free of charge. 
Simply address the Window Display 
Editor. 
To produce the pictures in the cen- 
ter backgrounds of these windows the 
sign writer can get accurate reproduc- 


Sullivan Hardware, Anderson, S. C. 
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tion by the “squaring-off” method. as a copy, draw quarter-inch squares 
Taking the illustration on page 15 upon it. Then draw an equal number 
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of squares as many times enlarged 


_as you wish to enlarge the drawing. 


Mapping the picture by following 
the design over the squared-off area 
becomes an easy and effective method. 
You will find it easier than you anti- 
pate. Santa’s gift sack can be a piece 
of canvas hooked over the shoulders 
of the picture. 

The man, who has received a gun 
for Christmas, will have an itchy trig- 
ger finger. Ammunition will go fast 
for a time at least; so, the window by 
A.-C. Campbell, Van Wert, Ohio, is 
reproduced as an inspiration for after- 
Christmas displays. Mr. Campbell 
has done an excellent job of massing 
the shell boxes to obtain the greatest 
attention, value and appeal. Inci- 
dentally, he saves his lithographed 
display helps from year to year, and 
the window reproduced here utilizes 
them nicely. 

The pair of windows at the bottom 
of these pages come from H. B. Sulli- 
van, Sullivan Hardware Co., Ander- 
son, S.C. Mr. Sullivan has the type 
of windows that are long and shal- 
low, and his method of grouping the 
different items is effective, particu- 
larly in this type of window display 
space. 

It costs no more to have well-ar- 
ranged windows than to permit them 
to become neglected. In fact, it costs 
less when you consider that careless 
windows tear down store prestige and 
sales faster than good windows can 
build them up. Even though busi- 
ness may be slow and it is hard to 
see the advantage of the effort of 
window trimming, it is well worth 
while. You have that window space, 
it costs you the same whether you 
trim it or not; so, make it look the 
best possible. The more time you 
have free of customers, the more you 
can give to windows. 

It is important, too, that there be 
no let-up immediately following 
Christmas. There will be many op- 
portunities for calling attention to 
your store during the winter months. 
Winter sports have been given some 
impetus by the gifts of skates, skis 
and other outdoor outfits. Accesso- 
ries for these can be moved if dis- 
played in attractive manner. 

Business created by promotion of 
sports in your community is trade 
that might not otherwise exist, and 
it is that much extra for your volume. 
Organize skating, hockey, snowshoe- 
ing and ski parties. Make it. fashion- 
able—and profitable. 


DECEMBER 22, 1932 


















































DELIVERED TO REACH 
YOU BEFORE CHRISTMAS 
DAY % -h 





















J es “a e ee Bs oe Oe. Se IRS +a 
AEC ROT A CREE FOL Te I, LEE 





















































* 9" 
Was St Sn The Bagé 





GIFT 
SUGGESTIONS 





%. 


FOR YOUR 
XMAS MONEY 












































15 





New Outlook appeared an article 

entitled “What Is Technocracy?” 
The conclusions presented therein are 
that the machine age has defeated us, 
the “price” system is doomed and that 
“we are faced with the threat of na- 
tional bankruptcy and perhaps gen- 
eral chaos within 18 months.” 

The alarming statements made in 
this article have attracted more at- 
tention than similar dismal prophe- 
cies which have been manufactured 
in quantities during the past three 
years and which seem to be sympto- 
matic of all depressions. One reason 
for this is that there is a wide public 
interest in the “New” Outlook be- 
cause of Alfred E. Smith’s acceptance 
of its editorship. Another reason is 


[ the November, 1932, issue of the 


that the reader may be led to believe ~ 


that the opinions expressed are those 
of a large and representative body of 
typically conservative engineers who 
started with open minds to examine 
facts and who arrived, with engi- 
neering precision, at their conclusion 
that, willy nilly, we are all going to 
pot. 


Alarming and Sensational 


It is unfortunate that “Al” Smith, 
the new editor of the New Outlook, 
permitted this article to appear in his 
publication. First, because, being of 
an alarming and sensational nature, 
it will undoubtedly further shake the 
confidence of the laymen who read it 
and who accept the editor and the 
publication instead of intelligently 
questioning the statements made in 
the article. Second, because conclu- 
sions are given without supporting 
facts and upon the authority of a 
small, self-appointed group. Third, 
because the recognized engineering 
authorities of this country were not 
given an official opportunity, before 
the publication of these conclusions, 
to examine the supporting data and 
the accuracy of the methods employed 
in building up the case. Fourth, be- 
cause the meager array of supposed 
data which are used to give a popu- 
lar and sensational “dress” to the 
article are so erroneous and contrary 
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This article appeared in 
The Iron Age, Dec. 1, 
1932. Itis the first reply 
to Wayne B. Parrish’s dire 
predictions in the Novem- 
ber, 1932, New Outlook. 
Mr. Van Deventer calmly 
proves that the much 
inflated ‘“‘Technocracy” 
monster is easily exploded 
with the aid of a few 
pointed facts. 
—The Editors. 


to fact as to stamp the entire pro- 
nouncement as an example of gross 
exaggeration and hence worthless, or 
worse, as an egineering report. 


What Is Technocracy? 


“Technocracy,” in case you do not 
know this already, is not a word de- 
fining a general state of technological 
development, but is a “trade name” 
adopted by a small group of engi- 
neers and professors having head- 
quarters in “Greenwich Village” in 
New York City and desk room at 
Columbia University. According to 
the letter head of this group it is 
“Dedicated to the Design of Greater 
America.” 

The exact personnel of the group 
is not made public, either on its letter- 
head or in the article in the New 
Outlook although the latter refers to 
the membership of the “original 
group, formed about 1920, as in- 
cluding Charles P. Steinmetz and 
Thorstein Veblen, both deceased. The 
former made no bonés about admit- 
ting his socialistic beliefs, while the 
latter, for a number of years before 
his death, was a teacher in the New 
School for Social Research, also of 
Greenwich Village and commonly 
recognized as an advanced radical in- 
stitution. Of the 36 engineers who 
are described in the Outlook article 
as having been steadily engaged for 
the past year and a half in research 
conducted by the group, it is known 
that a large number are “out of work” 
engineers who were given employ- 
ment by “Technocracy” through 
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funds obtained from unstated sources. 
This of course is no reflection upon 
the inability of these men to obtain 
employment elsewhere but is given to 
supplement the meager information 
regarding the constituency of the 
group as mentioned in the Outlook. 
The group also has a “Director of 
Public Relations,” which term is com- 
monly accepted as a polite synonym 
for “press agent.” 


Was Verification Sought? 


If Editor Smith had been ap- 
proached by the press agent of a 
small group of comparatively un- 
known medicos with a proposal that 
he should publish an alarming article 
to the effect that we would all perish 
from cancer within 18 months, due 
to the cumulative action of some 
strange, malignant germ, he would 
probably, and properly, have sug- 
gested that proof be first submitted to 
the American Medical Association for 
verification. It would have been 
equally advisable for Editor Smith to 
have taken similar action before pub- 
lishing an article, unsubstantiated by 
proof or reputable examination of 
facts, forecasting the impending fail- 
ure of the “price” or capitalistic sys- 
tem. 

According to the author of the New 
Outlook article, the mathematics em- 
ployed by the “Technocracy” group 
are “more complex than Einstein’s 
unified field theory,” of which it has 
been said that there are but a handful 
of mathematicians in the world able 
to follow its reasoning. Possibly it 
has been for this reason that “Tech- 
nocracy” has thus far failed to supply 
reports and supporting data covering 
its activities. One might well ask, 
however, if its members believe the 
social crisis to be as imminent as is 
stated, why the group is content to 
disclose its findings and recommen- 
dations serially in a monthly publica- 
tion rather than to make immediate 
disclosure in detail. If, as is stated 
by their spokesman, we are but 18 
months removed from chaos, and if 
the purpose of “Technocracy” is to 
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By JOHN H. VAN DEVENTER 


Editor Iron Age 








“Technocracy,” in 
case you do not 
know, is a “trade 
name” adopted by a 
small group of en- 
gineers with head- 
quarters in “‘Green- 
wich Village,” New 

York City. 


help us avoid it, why lose precious 
time awaiting monthly installments? 


Examining the Record 

Fortunately for us, it requires no 
supermathematical ability of the Ein- 
stein order to examine some of the 
very few supposed facts which adorn 
the article in the New Outlook in the 
way of supporting data, and to note, 
in each case, errors, fractions and in- 
fractions of the truth as well as what 
might be called gross exaggeration. 
As Ex-Governor Smith himself would 
say, “Let’s examine the record.” 

Quotation No. 1: “In pig iron pro- 
duction, one man working one hour 
can do what it took him 650 hours to 
accomplish 50 years ago.” 

The layman’s conclusion to this un- 
qualified statement is that 50 years of 
mechanization, etc., have speeded up 
productivity per man 650 times in a 
half century in the making of pig 
iron. 

In 1929, there were produced in 
this country, 42,613,983 tons of pig 
iron, 24,960 workers being employed 
for this purpose. The output, per 
annum, was 1710 tons per worker. If 
“Technocracy’s” statement be true, 
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one worker in 1879 could have pro- 
duced a little less than 3 tons per 
annum, or one six hundred and fif- 
tieth of the present individual work- 
er’s output. But in 1879, there were 
produced in this country, 3,070,875 
tons of pig iron. If “Technocracy’s” 
generalization were true, we should 
have had to have a force of more than 
1,050,000 workers to do this, or 
nearly one-half of all the men, women 
and children gainfully employed in 
all of the manufacturing industries of 
the United States at that time! 

As a matter of fact, instead of 
1,050,000 there were 41,695 then so 
employed. Production per man was 
73.7 tons against 1710 in 1929. In- 
stead of productivity in pig iron hav- 
ing increased 650 times in 50 years, 
as “Technocracy” claims, it has in- 
creased 23.2 times. 

Quotation No. 2: “Man hours per 
unit of product and labor cost per 
unit have dropped in recent years to 
levels approaching zero. So it is that 
our photograph of a modern steel 
rolling mill in operation shows the 
plant without a human being on the 
floor.” 

The layman’s conclusion must be 


that technological advances in steel 
mill practice have virtually made this 
a laborless industry. Let’s get at the 
facts. In 1879, 50 years before the 
present depression, there were 24 
workers employed in the United 
States in steel works and rolling mills 
for each 10,000 of population. In 
1909, the density of employment in 
this industry had increased to 26 per- 
sons per 10,000 of population. In 
1929, it was 32 persons per 10,000 
of population. Note what happens 
to theory and to broad assertions 
when confronted by facts. 


Census Supplies the Facts 


All of the facts in these instances 
are obtainable from Uncle Sam’s sta- 
tistics, either in the Department of 
Commerce’s “Statistical Abstract” or 
in its “Biennial Census of Manufac- 
tures.” .The statement herein made 
in rebuttal of “Technocracy’s” claims 
may be checked by any one who can 
read, multiply and divide. It requires 
no supermathematics of the Einstein 
variety. 

Quotation No. 3: “In agriculture, 
one man can do in one hour what he 
required 3000 hours to accomplish in 
1840.” 

Here is a broad, unqualified state- 
ment which must be interpreted as 
meaning that general agricultural 
output has been speeded up 3000 
times, due to technological advances. 
As a generalization this is utterly 
ridiculous. 

Take, for example, cotton, the 
“king” crop of the South and South- 
west. Outside of the occasional use 
of a tractor, the great bulk of this 
¢rop is today raised and picked by 
methods identical with those em- 
ployed in 1840. Agriculture, in fact, 
now in even sorer straits than her sis- 
ter, manufacturing, has experienced 
less mechanization than any other of 
man’s activities. As the editor of the 
New York Times said on Nov. 25: 

“We in this country are warned to re- 
concile ourselves to a permanent unem- 
ployment army of 10,000,000 even of 20,- 
000,000 men. And the fatal mischief will 
all have been wrought by the Machine, by 
Technological Progress. 

“Yet why is it that overproduction is 
most severe in agriculture, where the réle 
of the Machine counts for least? How 
much does technology enter into coffee- 
growing in Brazil, rubber-growing in the 
East Indies, beef production in Argentina, 
wool in Australia? 

“The glut in primary commodities is not 
the result of too many machines, but of 


(Continued on page 38) 
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Cheerful Warmth 
for Chilly Corners 


A whole big room can be comfort- 
ably heated with this fine gas 
heater, with its cast iron body, 
brass finished, and equipped with 
five double incandescent. fire clay 
radiants. Flame can be regulated. 


Special at $0.00 
YOUR STORE NAME 











PLENTY OF WINTER 
WEATHER AHEAD 


Be Prepared 


SNOW 
SHOVELS 


Galvanized 
iron, steel edge ; 
~ strong straight 
i} grained handle. 
: $0.00. 





ICE at 
SCRAPERS 
Made of steel, 
highly sharpen- 
ed, with strong 
handles. $0.00. 

BLOW 
TORCHES 


Seamless brass 
body, bronze 
mixture burner, 
sturdy pump. 
$0.00. 





YOUR STORE NAME 














HOW TO USE 


The illustrations, layouts and ads supplied with this service are especially 
planned to help every hardware store make its advertising more p' 

and effective by the liberal use of human interest illustrations. Copy is 
always supplied in so far as it is practical for use by all of our clients. 

The description and pricing of the items must necessarily be left to the in- 
dividual store in most cases. In writing the descriptions to give to your 
printer with the supplied ad layout, keep in mind that brief, to the point 
descriptions are the most effective. The style, size, colors, unusual features 
or special economies effected by the use of the item should be given. 
If greatly reduced, it is sometimes desirable to show former as well as 
reduced price. If any question arises concerning the use of these ads, write 
us. You'll find us willing to help you sell more hardware at all times, 


HOW TO ORDER CUTS 


If you have local stereotyping facilities, request the complete sets of mats 
of all the advertising illustrations on these two pages, inclosing your check 
for $1.25. If you need mounted cuts order them by number given under each 
cut, listing the numbers in a column. Figure the charge of Soc. for each cut 
when less than ten cuts are ordered; when — ten cuts or more figure 
the charge at 30c. for each cut ordered. Inclose check with order, please— 
this saves bookkeeping of small amounts. 

Your local printer can furnish you with “Stock Cuts” for use with most of 
these ads; or can have an engraver make line cuts direct from these pages. 
You will also find it practical to obtain specific trade mark cuts featuring 
the actual brand and models of the merchandise you handle. Your jobber 
can help you get such cuts from the manufacturer whose lines you sell. 


Send all orders to 


HARDWARE AGE ADVERTISING SERVICE 
239 W. 39th St. New York City 


JANUARY SALE 
of HOME NEEDS 





In both variety and values this sale holds interest for 
every thrifty houewife. The items featured are typical 
of many, many more offered in this January Sale. 






































WINDOW BATH WAFFLE 
REFRIGERATORS MATS IRONS 
Galvanized for pro- Reversible chenille Chromium plated 
tection against bath mats, sun and with cast aluminum 
weather; save ice wash proof, revers- grid 8 inches 
* winter long. ible. $0.00. across. $0.00. 
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CLOTHES OIL ASH 
DRYERS HEATERS CANS 
Made of smooth Radiating fire bowl, Heavy corrugated 
seasoned hard and air distributor steel, galvanized. 
wood, metal parts make it extra ef- Tight fitting cover. 
galvanized. $0.00. fective. $0.00. $0.00. 
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Plan to Advertise Regularly 
During 1933—It Will Pay You! 














EXTRA VALUES IN 
ALUMINUM anp BAKING GLASS 


The savings afforded by these January reductions will encourage 
every woman to supply her needs promptly. 


THE ALUMINUMWARE is heavy qual- 
‘ity. Stamped from hard rolled sheets. 
Each piece is perfect, and will give years 
of service—now at substantial savings. 
Pudding pans 3—.00 
Covered sauce pans (2 qts.—.00 


(Complete List of Items) 


THE BAKING AND SERVING GLASS 
is the well known (name) make—guar- 
anteed not’ to break in the oven—bakes 
perfectly—at savings you will appreciate. 





Round pie plates—.00 
Oblong loaf dishes—.00 


(Complete List of Items) 
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As we greet the New Year 
with its renewal of hope and 
inspiration we wish to all of 


you happiness, contentment 
and success in generous 
degree. 
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CLEARANCE pane Sports 

Equipment! 
Outdoor enthusiasts—both children and grown-ups—will find 
much of interest in these clearance values. 


Flexible sleds of extra strong Skiis of second growth white 
construction, 40 inch, 00 ash; six foot, at 00 

Hockey Skates with shoes, tem- White hickory skiis. The finest 
pered carbon steel runners, 00 quality we carry at 00 

Rocker skates for misses or Hockey sticks made of rock elm. 


boys—good quality steel at 00 Very strong sticks at 00 


YOUR STORE NAME 


























PROTECTION! 


With (name) locks you 
have maximum protection 
and security. Each one is 
made with precision from 
the best materials. 


(List styles with prices) 


YOUR STORE NAME 
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This comfortable appliance showroom attracts 


people to Tuttle Bros., Westfield, N. J. 


Tuttle Brothers Improve 


Appliance Showroom and 
Attract Women’s Trade 


ITH the homelike atmosphere 
of its new appliance show- 
room for displaying refriger- 


ators, ranges, radio sets, sewing ma- 
chines and other electrical equipment, 
the Westfield, N. J., store of Tuttle 
Bros., Inc., is now a great attraction 
for the women of the better class 
families of that section. Comfortable 
chairs and attractive carpets give the 
showroom its pleasing appearance. 

In June, as part of a plan to put 
even greater concentration upon elec- 
trical appliance and radio sales, the 
Westfield store was remodeled to give 
better interior display facilities. Ap- 
proximately one-third of the store, 
which measures about forty by ninety 
feet, is now devoted to the display of 
electrical appliances. That end of 
the store was formerly divided up 
largely as an office and showroom. 
The old partitions and storage space 
equipment were removed and on June 
17 and 18, the new display room was 
formally opened. 

Advertising in local papers, which 
also gave news space to the event, 
helped bring a good crowd during 
the opening days. Invitations were 
sent to a mailing list of 4000, in- 
cluding the 400 names on the mem- 
bership list of the Woman’s Club of 
Westfield. During the two days, 460 


20 


people registered with the depart- 
ment, filling out cards. Many of the 
women registering with the depart- 
ment were members of the Woman’s 
Club of Westfield. 

In return for use of the Woman’s 
Club membership list, the company 
donated to the club’s fund for the 
erection of a clubhouse, five per cent 
of the gross sales price on all mer- 
chandise bought by members during 
the opening days, with the exception 
of electrical refrigerators and wash- 
ers. During the week ’'following one 
per cent of gross sales to Woman’s 
Club members on hardware items 
only was also turned over to the 
clubhouse fund. This created good- 
will, increased sales and gave the 
Tuttle store closer contact with the 
club. 

Special invitations and letters were 
sent to Woman’s Club members an- 
nouncing the special discount and the 
opening event. 

House-to-house canvassing, direct 
mail advertising, attractive windows 
and interior displays are used by the 
hardware stores of Tuttle Bros., Inc., 
in Westfield and Cranford, N. J., in 
merchandising electric appliances and 
radio sets. Three hundred electrical 
refrigerators and 125 electric wash- 
ing machines, as well as various 





smaller electric appliances and radio 
sets are sold in a year. During the 
past year most of the refrigerators 
sold at $265, while the washers aver- 
aged $79.50. 

One of the four display windows 
in Westfield is always devoted to 
electrical appliances and gas ranges. 
Ordinarily five refrigerators are on 
display and ten models of washing 
machines. The interior display in 
Westfield includes a rug and chairs, 
which invite customers and prospects 
to rest while looking over the mer- 
chandise on view. Washers, radio 
sets, vacuum cleaners, electric clocks, 
mixers, sewing machines, sun lamps 
and other smaller appliances may be 
seen at that branch. 

The regular staff in the Westfield 
branch, besides Mr. Force, who 
makes his headquarters there, com- 
prises three men, one specializing on 
paints, one on gas ranges and bottled 
gas and the third on radio sales. On 
a regular schedule the men also take 
turns on outside selling. Each store 
has its own delivery man. The Cran- 
ford branch has a manager and one 
clerk. 

Each store has its own outside man 
on electrical refrigeration sales. One 
outside man handles washing machine 
sales in both towns. He is protected 
on inside and outside commissions 
on washers and makes his own allow- 
ances on “trade-ins.” Radio sets and 
accessories are sold by the staffs of 
both stores. 

Electric refrigerators are not ordi- 
narily delivered, installed nor serv- 
iced by the Tuttle organization. The 
manufacturer handles those details 
from a nearby warehouse; the stock 
in the Tuttle store being primarily 
for display purposes only. Other 
electrical appliances and radio sets 
are delivered, installed and serviced 
by the firm’s service man. 

Mr. Force states that the stores 
have lost very little on installment 
sales and that only a few electrical 
appliances and radio sets have been 
repossessed because of delinquency 
in payment. For the past two and 
a half years a financing company has 
handled the installment paper, there- 
by relieving the dealer of the neces- 
sary details of “follow up.” Appli- 
ances reclaimed are reconditioned so 
that losses on unpaid balances are 
very rare. 
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“The great life is to live dan- 
gerously.” Sir Arthur Keith. 


* * * 


“He who would save his life 
will lose it.”” The Bible. 


* * * 


“No man fights his best until 
he is prepared to die.” Napoleon. 


* * * 


“Nothing is more dangerous 
than an arm chair.” Mike Kin- 


ney. 
% * * 


ARK TWAIN backed a pub- 

M lishing concern in a new 

type of printing press and 

went broke in his later years. He was 

helped by his friends. He did his 
best work paying off his debts. 

Sir Walter Scott also went into the 
publishing business and the concern 
failed. He did his best work to pay 
off his creditors. 

Chased out of England by his 
enemies Lord Byron wrote his great- 
est poems in exile. 

Oscar Wilde wrote his immortal 
poem “The Ballad of Reading Goal,” 
in prison. 

Bunyan wrote “Pilgrim’s Progress” 
in a prison cell. 

Benvenuto Cellini took the pewter 
dishes off his table and threw them 
into the mold of his greatest master- 
piece. 

After all of General Grant’s 
triumphs he went into business with 
broker Ward. The business failed. 
General Grant while ill devoted the 
last years of his life to writing his 
autobiography in order to pay his 
debts. 

In Paris I went to the house where 
Victor Hugo wrote some of his great- 
est works. He wrote in his single 
bedroom. You entered the door and 
his small bed was to the right against 
the wall. There was only one 
window. Between the window and 
the bed on the wall there was a fold- 
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ing shelf, just a single board with a 
support beneath. Victor Hugo stood 
and wrote, using this board as a desk. 
The only other furniture in the room 
was a chair. The view outside was a 
drab city square surrounded by plain 
houses. There was no inspiration in 
his surroundings. The inspiration 
was the genius of his own mind. 

I know a very intelligent middle 
aged woman. She was very poor here 
in New York. She lived in a little 
room. Frequently she did not know 
where she would get money enough 
to pay for her next meal. She 
married a rich man and was given 
every luxury. She told me the life 
of luxury bored her. She enjoyed 
life far more when she was living 
dangerously and uncertainly. Al- 
most everybody is looking for ma- 
terial security. They think that is 
the best end of life. They do not 
realize that in this world there is no 
security. If we happen to have a 
good bank account we get lazy and 
then microbes start working. 

*% * *% 

Almost everybody would like to 
write a book. I have always thought 
if I had time I could write a great 
book about a successful businessman, 
also a successful microbe. The 
battle would be as to who would win; 
the businessman or the microbe. 

* * * 

Opening a box of old books | 
found a copy of a little book given to 
me at a luncheon one day in Novem- 
ber, 1909. It was a poem written by 
Le Gallien, 24 years ago. The sub- 
ject was “Omar Khayyam Repentant.” 
It was a poem in favor of prohibi- 
tion. It startled me to read this poem 
because all of its prophecies came 
true. 

* * * 

A young lady writes telling me she 
has a great desire to write short 
stories. She wishes my advice as to 
how to go to work. In her letter she 


refers to the “mignons” of the law. 
This gave me a good laugh. When- 
ever I see a policeman, I say to my- 
self, “There is one of those mignons.” 
When I answered I did not refer to 
her spelling. I suggested she read 
the short stories of de Maupassant. 

Many of us are made unhappy be- 
cause our ambitions and desires are 
so much greater than our capacity 
and our training. 

* * % 


All of the great works and religions 
are based on pity. Nothing great in 
literature, art or philosophy has ever 
been built on success. 

It is only through failure and suf- 
fering that any writer, artist or 
preacher can touch the heart of 
humanity. It is better to weep with 
the author than to laugh with him. 
Les Miserables is still one of the best 
sellers. One of the greatest books 
that Mark Twain ever wrote was not 
humorous. Read “The Mysterious 
Stranger.” 

* * * 

The great Philosopher Spinoza 
lived in one room in an attic. The 
view out of his window was nothing 
but chimneys and the roofs of other 
houses. In this attic he made his liv- 
ing grinding lenses. While he 
ground he thought. In his spare 
time he wrote. In that attic he gained 
immortality. 

x * * 

History is just full of such cases. 
One could repeat them endlessly. 
Very little great work has ever been 
accomplished in prosperity. Ad- 
versity, sorrow and loneliness are the 
great incentives to thinking. 

It is only by pity and by sorrow 
that the heart is stirred. We only be- 
come humanized by sympathy. 

* ” * 


In the Book of Ecclesiastes there 
are some things that are hard to 
understand. One of them is a state- 


21 















ment that the house of sorrow is better 
than the house of mirth. This means 
that the house of mirth appeals to 
the carnal, while the house of sorrow 
appeals to the soul. 


* * * 


The advertising business was bad. 
An advertising man in New York had 
saved $10,000.00. He shut up his 
office, rented a little place on the East 
Shore of Maryland and decided to 
economize, live on next to nothing 
and await the return of normal times. 
In the solitude of his little shack he 
first rested and then his mind had a 
great awakening. He wrote some ad- 
vertisements and sent them to old 
clients. They were eagerly snapped 
up. Now in solitude he is doing his 
best work. 

* * * 

The other night I attended a party 
in a boarding house. One man told 
some wonderfully funny stories. He 
was the life of the party. Afterwards 
his landlady told me in the drawer of 
his bureau was an envelope contain- 
ing money for one week’s board. 
There was also a letter telling his 
landlady what to do with his effects 


Facing 


Brooxiyn, N. Y.--The Hardware Coun- 
cil has failed, but the problem of co- 
ordinated distribution in the hardware in- 
dustry is still alive. 

After seven years of semi-annual meet- 
ings, the manufacturers’, wholesalers’ and 
retailers’ great national associations failed 
to find a common viewpoint for the dis- 
cussion of hardware distribution. And 
distribution is the greatest factor and 
problem of all businesses. 

The first serious competition faced by 
hardware stores came from the mail order 
houses who featured hardware items at low 
prices. Retailers recognized this competi- 
tion and met it by building better and 
more inviting stores and by studying and 
meeting the price competition from this 
source, 

Then the mail order houses recognized 
the competition that came to them because 
of good roads and a coordinated study of 
conditions by hardware men which resulted 
in better retail stores with more complete 
stocks. . . . To meet this competition the 
mail order houses have been forced to 
open retail units of their own so that they, 
like their competitors, could bring the 
merchandise direct to consumers. 

In addition to the mail order houses. 
chain stores, drug stores, grocery chains 
and almost every retail outlets are en- 
deavoring to stock and sell such hardware 
items as will fit into their plan of dis- 
tribution. 

We must face the fact that these stores 
have a perfect right to engage in any line 
that they think is profitable. We cannot 
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in case “anything happened.” This 
man was selling life insurance. He 
stated frankly when he used up his 
money, and if he could not earn any 
more he had decided not to be an ob- 
ject of charity. 


* * * 


Schopenhauer, philosopher of pes- 
simism, boarded in one room all of 
his life. His writings are so pessimis- 
tic that they are exceedingly humor- 
ous. 


women, 
% * * 


While the mind of Kant covered 
the advanced thought of all nations 
and all ages he never left his native 
village. Every day, rain or shine, he 
went walking. As he walked he 


thought. 


* * « 


Motoring in England I stopped at 
a little brick cottage immediately on 
the road. There were diamond panes 
of glass in the windows. It was the 
former home of Milton, where blind 
he dictated “Paradise Lost.” His 
daughter acted as his secretary. 





For instance read his essay on . 





At Weimar they show you the home 
of Goethe. In his old age he married 
a young woman with very little educa- 
tion. He remarked that he, himself, 
would do all the thinking and writ- 
ing. He did not care to be bothered 
with a literary woman. Goethe 
wrote, “The gods themselves battle 
in vain against stupidity.” 


* * * 

The world at this Christmas time is 
bowed down with depression. The 
hearts of millions are full of suffer- 
ing. All of this will not be lost. Out 
of this suffering thousands of men 
and women are finding their souls. 


* + 
This Christmas families will be 
drawn closer together. Millions of 
dollars are being given by those who 
have to those who have not. In every 
community human beings are doing 
their best to help other human beings. 
The fruit of this spirit of helpfulness 
is not seen. Unconsciously new char- 
acters and new ideals are being de- 
veloped. The old order is passing 
away and a new order cometh. 
* *&* 
These random thoughts are my 
Christmas greetings. 


Distribution Facets 


A Letter to the Editor 


combat that argument. The problem in- 
volved is far greater than that. 

In the final analysis the maintenance of 
hardware factories and hardware whole- 
salers depends on the demand created by 
presenting hardware products to the con- 
sumer. In the main, this job rests with 
the hardware retailer. For example, it is 
no real help to the hardware industry if 
a drug chain offers rakes to retail at 39c 
in order to create a demard for a bottle of 
soothing syrup. Manufacturers must have 
their lines shown and sold intelligently and 
not be forced to compete on one or two sizes 
at ruinous cut prices, if they are to stay in 
business. The example is, of course, far 
fetched, but to those studying distribution 
it will serve its purpose. 

Makers of high-grade tools are today fac- 
ing the very serious problems of holding 
and maintaining a market for their products 
in competition with the many cheap and 
often worthless tools offered, by both domes- 
tic and foreign factories. 

We see high-grade cylinder night latches 
sold for considerably less than an ordinary 
latch was sold for just a few years ago. 
An expert statistician would be required 
to figure a profit on the sale of such build- 
er’s hardware items as cheap lock sets and 
cheap butts. High-grade cutlery has passed 
into the class of slow sellers. and if I were 
to go down the list of dependable hardware 
we all know, I could show a great slump 
in almost our entire line. 


What is the hardware industry doing co- 
operatively about this condition? What 
plans are being made to honestly study the 
situation as an industry problem? Can 
each branch successfully study by itself the 
problem of distribution without knowing 
what the whole problem is? 

Is it worth while for an industry to have 
a studied plan of distribution; or should we 
proceed back into the medieval days when 
the rule of the “survival of the fittest” was 
the order of the day? 

The solution of the problem must rest 
on the cooperative activity of the three 
branches. The first requirement is actual 
knowledge and the desire to meet the prob- 
lem by each individual association. ‘The 
executive members of the manufacturers’, 
wholesalers’ and retailers’ associations 
should endeavor to encourage their mem- 
bership to take part in and help with such 
cooperation in an effort to study the prob- 
lem from an industry standpoint. 

Is the hardware industry big enough to 
study the way out and has it leaders broad 
enough to recognize this industry problem? 

The retailer knows the importance of 
studying his business through contacts with 
other dealers, his competition and his 
lines to the point that today hardware re- 
tailers are as a rule outstanding among 
retailers of all lines. 

The retail machinery is ready. The same 
activity on the part of wholesalers and 
manufacturers to really study the needs of 
distribution would complete the circle the 
industry requires and is waiting for. 

R. J. ATKINSON. 
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The 


Senator’s 
Vacation 


or an Official Look 
atWitid Life .... 


This story is a chapter from the book 
“Washington Swindle Sheet’ written by 
W. T. Helm and published by Albert and 
Charles Boni, New York City. It is re- 
printed here by courtesy of the publishers. 
The author is a prominent Washington 
newspaper correspondent who did not hide 
behind anonymity when his story was 
published. Mr. Helm reveals only facts 
taken from official records. His story is 
a proper complement to the series on 
Government Costs by A. I. Findley and 
published in HARDWARE AGE. 
—The Editors. 


TACATION days crept to their 
rendezvous on the calendar in 
mid July, 1930. The seven- 

month regular session and the brief 
regular session ended; the heat beat 
down mercilessly on the sticky as- 
phalt of Washington’s broad streets; 
the mountains and the Northland 
beckoned with wind-swept fingers; 
and the Senate of the United States 
scattered to the four points of the 
compass. 

Now, there are wise men in the 
United States Senate, wise in the 
ways of their fathers, and wise in their 
own natural wisdom. A part of that 
wisdom, garnered through years of 
service in the Upper Chamber, cov- 
ers the art of taking a vacation. Dif- 
ferent is the senatorial art from the 
layman’s; for while the vacation- 
bound private citizen looks first to his 
purse and pays his way accordingly, 
the vacationing Senator need do 
neither. 

If he is fore-fending—as many of 
our ablest senatorial minds are—he 
looks first to his vacation along in 
March or April. He then anticipates 
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“Spending cheerfully 
in the Nation’s serv- 
ice, while the pall of 
a desperate’ winter 
loomed over the 
country and the bread 
lines grew longer.” 


the dog-days by resolution or com- 
mittee task. In other words, he gives 
himself a vacation job before the ses- 
sion ends. Thus armed, the United 
State treasury pays his way, and he 
may appoint his conscience as his 
guide in planning what he will spend 
and where he will go. 

On April 17, 1930, three months 
before the session ended, the Sen- 
ate adopted a resolution under which 
a committee, headed by Senator Wal- 
cott of Connecticut, was authorized to 
investigate the wild animal life of the 
country and to recommend new laws 
to conserve it. 

Not long thereafter the committee 
began to function. One of its first 
acts was to employ a secretary, Mor- 
ris Legendre, at $5,000 a year, and 
a special investigator, Carl Shoe- 
maker, at $4,500. In time, two 
clerks were added to the force. 
Office furniture was purchased and 
a press-clipping bureau was em- 








ployed. The actual investigation ap- 
pears to have got under way early 
in the following fiscal year with the 
dispatch of Mr. Shoemaker (on July 
4) on a trip from Washington to Port- 
land, Ore., and return. 


On the Fat of the Land 


That was the beginning of a long 
and wonderful party; of junkets to 
the mountains, of lazing down broad 
rivers, of cross-country airplane 
flights, and of sitting at Pullman 
windows and watching the wild life 
flit past; of picnic lunches and fish- 
ing trips; of free spendings and 
lavish tips scattered over most of the 
United States. In a word, it was 
the start of a trip on the fat of the 
land. 

The time all this happened was but 
yesterday—the summer and fall of 
1930 and the winter and spring of 
1931. It was a time, fresh memory re- 
calls, of national distress and priva- 
tion; a time when ragged and hun- 
gry millions vainly sought employ- 
ment; when women and children, ill- 
nourished and worse clad, cried for 
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food and shelter; when there was at 
least one bread-line in every city of 
the land and when those who begged 
food in the winding lines were num- 
bered by the hundreds of thousands. 
That was the time. 

The long party with its gay and 
care-free flittings cost approximately 
$27,000. Seven names appear as 
spenders in the various expense ac- 
counts cashed by the treasury. The 
first is Morris Legendre, the secre- 
tary of the committee, who cleared 
most of the spendings. Next is his 
confrere, Mr. Shoemaker. The others 
are Senators Walcott, the chairman; 
Hawes of Missouri; Pittman of Ne- 
vada; Norbeck of South Dakota and 
McNary of Oregon. 

McNary’s name appears only once, 
when he received a lump sum of $500 
for which he accounted with a 
blanket expense account naming only 
“actual expenses” while engaged on 
the committee’s assignment. 


Bills in a Torrent 


Although the committee started in 
to investigate wild life early in July, 
its bills did not begin to pour in to 
the cashier until mid-November. The 
committee apparently was too busy 
to make out expense accounts. But 
when the bills did come in, they 
came in a torrent. The first of those 
November bills amounted to $4,- 
568.18. In two days, they ran to a 
total of $9,124.14, including Mr. 
Legendre’s salary for three months. 
The two-day bills covered most of the 
expenses of the committee for four 
months. 

One of the first bills was for a 
junket to Toronto. There were four 
men in that party—Senators Walcott 
and Hawes and Messrs. Legendre and 
Shoemaker. The trip was made in 
the torrid season, when the country 
sweltered under an August sun. Wal- 








cott, Hawes, Shoemaker and Le- 
gendre decided to investigate wild 
life at the Royal York Hotel, To- 
ronto. Thither they journeyed to at- 
tend a convention of the Interna- 
tional Association of Fish and Game 
Commissioners. 

There the quartet with the United 
States treasury to draw on stood 
magnificent treat. The bills show 
their food and lodging cost the 
American taxpayers $265.57 for two 
days, August 25 and 26. The food 
is not itemized in the expense ac- 
counts, so it is impossible to say 
what they ate and drank. Who ate 
and drank with them are not identi- 
fied, save that their guests were other 
“conservationists.” How and where 
they ate and drank likewise are not 
disclosed. Apparently, a great deal 
of it went on. One can only imagine 
the scene, set, let us say, in a great 
dining-room with many present and 
participating. 

On these tantalizing details, how- 
ever, Legendre’s expense account is 
mute. Here’s all it says: 

Royal York Hotel bill for party (Sen- 
ator Walcott, Senator Hawes, Mr. Shoe- 
maker, and secretary) including Juncheons 
and dinners given to conservationists pres- 
ent at convention, $265.67. 


The money thus spent for food 
during those two days at Toronto 
was sufficient to pay the grocery bills 
of the average American family four 
months. What of it? Nothing, of 
course. Nothing at all. The next 
entry in the expense account shows 
that even this average spending of 
$34 a day per man failed to appease 
the senatorial appetite: 


Additional bill of Réyal York Hotel 
mailed to Washington for restaurant serv- 
ice the night the party left Toronto, $13.55. 


A mere trifle, that item. Other 
mere trifles spent investigating wild 





The Ammunition Manufacturers’ 
Association 
In the October 27th issue of HARDWARE AGE, Saunders Nor- 


vell’s article “The Ammunition Industry,” referred to the Ammunition 


Manufacturers’ Association, and its activities. 


The Federal Cartridge 


Corp., Minneapolis, Minn., advises us that it is not a member of this 
association and wishes the fact announced to the trade. 


—HarpwareE AGE. 








life at the Royal York Hotel include 
the following items gleaned from the 
Legendre expense account rendered 
the Senate pay-off man: 


Aucust 24 


Tips to porters, at lunch and service 
during day, $6. 

Cigars, cigarettes, mineral waters, etc., 
necessary for committee’s entertainment, 


Aucust 25 


Tips to waiters for breakfast, lunch, din- 
ner and for other service during the day, 
$12. 

Aucust 26 

Tips to waiters and maitre d’hotel, $10. 

Tips to porters carrying luggage for en- 
tire party from hotel to train, $4. 

Tips to valet service at hotel for party, 
$5. 


Tips for room service at hotel for en- 
tire party, $5. 


Forty-six dollars thus were paid 
out in tips in three days, not includ- 
ing tips paid train porters and others. 
The total cost to the taxpayers of 
this little dash of Messrs. Walcott, 
Hawes, Legendre and Shoemaker into 
Canada was $529.79. 

Legendre’s next bill to the United 
States treasury covered his cross- 
country trip from Washington to 
Santa Fe. Shoemaker accompanied 
him. In addition to their fare, there 
is an item of $29.24 for transporta- 
tion of airplane baggage. The start 
from Washington was by train, for 
there is a $2 taxi bill and a $4.50 
dinner bill for two on the train. Two 
days after leaving Washington, or on 
September 14, Legendre and Shoe- 
maker reached Albuquerque by 
plane. There they hired an auto- 
mobile (for which the taxpayers paid 
$35) to take them to Santa Fe. That 
afternoon and evening, Legendre and 
his companion spent $7.50 as mis- 
cellaneous expense “incident to en- 
tertainment of convention delegates.” 

The day after their arrival at Santa 
Fe, Messrs. Legendre and Shoemaker 
were hosts to ten at luncheon, and to 
ten again at dinner. Once more—at 
luncheon the second day after their 
arrival—ten guests sat down with 
them at table. The waiters’ tips at 
those three meals were $9. The hotel 
bill for these two wild life investiga- 
tors or two days was $136.84. In 
addition, there was a charge of $15 
“miscellaneous expense incident to 
entertainment of convention dele- 
gates” during the two days; a $10 
bill paid to a stenographer, tips 
totaling $6 on leaving the hotel; an 
automobile charge of $13; tip to 
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porter, $2; and railroad fare on the 
way to Denver. 


Both Barrels Fired at Once 


Thus two representatives of the 
committee—no Senators appear to 
have been present—blew in $246.59 
within 48 hours after stepping out 
of their plane. At the same time, 
according to Legendre’s bill, they 
were handing Senator Walcott 
$115.14 to cover his railroad are and 
Pullman from Chicago to Livingston, 
Montana, the gateway to Yellowstone 
Park. While Walcott was looking 
after wild life in Montana his clerk 
and special investigator were doing 
the honors in New Mexico. Both 
barrels of the expense account were 
fired at once. 

When the convention at Santa Fe 
ended, Legendre and Shoemaker 
headed for the mountains. They 
went by train to Denver, Casper and 
Riverton. 

Here are the entries for October 
4 and 5: 


Octorer 4 


Oil and gas, $3. 

Lunch for Pittman’s party of five, $6. 

Tip to Joe Allen, $20. 

Tip to Bruce, $15. 

Tip to Pip Grannell, $15. 

Tips to Joe’s two wranglers, $10. 

Tip to Mrs. Braizier (housekeeper) , $10. 

Check to Mrs. Ward (stemographer at 
Teton), $152.55. 


Octoser 5 


Tips on leaving Moran (over a period of 
17 days) for a party of seven— 

Jessie, waitress, $20. 

Second waitress, $20. 
‘ ” ae (fire and general utility boy), 

Cook, $10. : 

First chambermaid, $10. 

Second chambermaid, $10. 

Miscellaneous expenses connected with 
leaving, $8. 

Lunch at Jackson (Pittman, Woodring 
and self), $6. 

Two tickets and Pullman, Victor to Salt 
Lake City, $36.80. 

Dinner enroute to Salt Lake City, $4. 

Teton Lodge bill (paid by check), 
$588.99. 


With the tang of the air giving 
zest to their appetites, Pittman and 
Legendre remained at the Hotel Utah, 
Salt Lake City, for three days. Their 
hotel bill amounted to $89.80 and 
meals were put down on the expense 
account at $33.50 additional. On Oc- 
tober 9 the two wild life investigators 
appear to have become the guests of 
the Bear River Duck Club. When 
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Regularity in Collection Efforts 


ET your money in 1933. If anything can be relied upon 
to get money from outstanding accounts, it is regular- 
ity. One of the best ways to accomplish this is by multi- 

graphed form letters, sent to all customers the tenth and 
twentieth of each month, with special handling of the excep- 
tional cases only in between these dates. 


These letters get results because they express your own 
personality and are economical to prepare in large quantities. 


Don’t let your accounts forget you or the other dealer who 
may be more efficient at such things will get his money first. 





they left on the eleventh, they left 
behind a tip of $5 each for guide, 
gunman, headman and stenographer. 

A swing down to the glories of 
Southern California was next in this 
quest for information on wild ani- 
mal life, although the cost of the 
trip is not included, save for a single 
item, in the expense account. That 
item, excess weight on plane baggage, 
$9, indicates the manner of their pas- 
sage. Tips of $5 for maid service, 
$3 for bellboys and $2 for Pittman’s 
valet likewise appear on the bill for 
October 18. 

Senator Pittman’s valet appears to 
have been most attentive at this pe- 
riod of the wild life investigation, for 
the very next day (October 19) he 
was given another tip of $3. Maids 
and bellboys divided $8 among them 
during the day and another $10 went 
to reimburse Senator Pittman for 
“miscellaneous expenses.” A hotel 
bill for $281.15 likewise was paid 
by the taxpayers on this day (Octo- 
ber 19), plus an additional hotel bill 
of $54.90 “for extra night.” 

Here, it seems, the trip was cut 
short by Senator Pittman’s departure 
for the East. The Senator left in a 
hurry. An airplane was chartered 
(at a cost of $180) to bring the 
Senator from San Diego to Los An- 
geles. From Los Angeles the Senator 
sped East by air to Columbus, Ohio, 
at a cost of $149, making the day’s 
spendings for airplane transportation 
$329. Nor was that all; the expense 
account holds $7 for a taxi to the air 
field at San Diego, $2 paid in tips 
on the field, and a taxi charge of $7 
from the air field at Los Angeles to 


the hotel. In addition, Senator Pitt- 
man’s hotel bill at Los Angeles 
amounted to $170.46 and that of 
Legendre and Shoemaker to $135.15. 

With Pittman out of the picture, 
Legendre left Los Angeles at once, 
buying a transcontinental ticket to 
Spartanburg, S. C., which, with Pull- 
man charges, totaled $129.93. Dur- 
ing the two days, October 19 and 20, 
this junket appears to have reached 
the high-tide of its spendings. In 
forty-eight hours, Legendre paid out 
$1,150.59. 

Five hundred and seventy-five dol- 
lars a day! Such was the amount 
the taxpayers were called on to spend 
for showing these three men a good 
time in Southern California and 
speeding them on their Eastward 
way. Spent cheerfully, in the Na- 
tion’s service, while the pall of a 
desperate winter loomed over the 
country and the lengthened bread- 
lines grew longer still. 

The long trip from Los Angeles to 
Spartanburg was pleasantly broken 
at Lafayette, La. There Legendre 
stretched his legs, went on to New 
Orleans and made a trip by boat to 
Avery’s Island. But not without his 
usual kindness in tipping those who 
served him. Five dollars to the en- 
gineer, $5 to the steward and $10 to 
the captain of the boat appear on the 
record. A few days in Louisiana and 
the ride to Spartanburg was resumed, 
finally to fetch up at Washington. 

And there, on the second floor of 
the Senate wing of the Capitol, 
Legendre presented his bill and was 
paid off in full for the trip. The bill 
was $4,568.18. 
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Who 
Makes 
it? 


Dover, N. H.: Who makes the Ex- 
celsior wheel hoe?—J. Herbert Sea- 
vey. 
ANSWER: Whitaker Mfg. Co., 
4095 Green St., Chicago, III. 


% * *% 





Cuicaco, ILL.: Furnish address of 
the Star Brush Mfg. Co.—Joseph 
Winkler & Co. 

ANSWER: No. 34—35th St., Long 
Island City, N. Y. 


* x % 


SEVILLE, OH10: Furnish names and 
addresses of several manufacturers of 
glass jars, having straight sides and 
equipped with lids.—Kintner Hard- 
ware Co. 

ANSWER: United States Glass 
Co., So. 9th and Bingham Sts., Pitts- 
burgh, Pa.; Hazel-Atlas Glass Co., 
Box 57, Wheeling, W. Va., aud Corn- 
ing Glass Works, 79 Walnut St., 
Corning, N. Y. 


* * * 


KINGSVILLE, Tex.: Furnish the 
names and addresses of three manu- 
facturers of sisal rope and jute and 
binder twine.—Capital Mfg. Co. 

ANSWER: Plymouth Cordage Co., 
North Plymouth, Mass.; Columbian 
Rope Co., 3180 Genesee St., Auburn, 
N. Y., and Peoria Cordage Co., 
Peoria, Il. 

(See H.A., Sept. 29, 1932, page 185) 


* * * 


LAKE Piacip, N. Y.: Who manu- 
facturers the Savage Ovenette?— 
Lake Placid Hardware Co. 

ANSWER: Stanley Savage Mfg. 
Co., 1906 N. Cicero Ave., Chicago, 
Ill. 

(See H.A., Sept. 29, 1932, page 149) 

Passtac, N. J.: Provide names of 
several manufacturers of crab nets. 
—Julius Harris. 

ANSWER: Abbey & Imbrie, Utica, 
N. Y., and Geo. Merle & Sons, No. 5 
St. Johns Place, Brooklyn, N. Y. 
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- ture? 


Information regarding sources of supply as provided readers of HarpWARE AGE 
by the Who Makes It Editor is here presented as an aid to others in the trade who 
may be seeking the same articles. The inquiries reproduced have been selected 


because of their general interest to hardware merchants and buyers. 


This 


editorial feature in each issue supplements the service rendered by the “Who 
Makes It?” issue published on Sept. 29, 1932. 


Catico Rock, ArRK.: Furnish 
names and addresses of several man- 
ufacturers of steam shovels and ex- 
cavating machinery.—Calico Rock 
Hardware Co. 

ANSWER: Industrial Brownhoist 
Corp., 4403 St. Clair Ave., Cleveland, 
Ohio; Thew Shovel Co., Lorain, 
Ohio; Marion Steam Shovel Co., 617 
W. Center St., Marion, Ohio; The 


‘ Osgood Co., Marion, Ohio; Keystone 


Driller Co., Beaver Falls, Pa., and 
Bucyrus-Erie Co., S. Milwaukee, Wis. 


% * % 


HamMonpsport, N. Y.: Where can 
canvas hammocks, similar to those 
used by the Navy, be purchased ?— 
Freidell & Lacher Hardware Co. 

ANSWER: John Boyle & Co., Inc., 
112 Duane St., New York, N. Y., and 
Fulton Bag & Cotton Mills, Atlanta, 
Ga. 


* * * 


MiLForD, Det.: Who makes a 
moth sprayer having a needle-like 
nozzle, permitting the insecticide to 
be pumped into upholstered furni- 
Also provide the name and 
address of the manufacturer of the 
one cup coffee dripolater—J. H. 
Humes & Son. 

ANSWER: Sprayer: Sawyer Chem- 
ical Corp., 161 W. 64th St., New 
York, N. Y.; Dripolator: Buckeye 
Aluminum Co., Wooster, Ohio. 


* * * 


LinDEN, N. J.: Who makes poppy 
seed grinding mills? These are used 
by the Jewish people for grinding 
poppy seed in making a paste for 
pastry.—K. & A. Hardware Co. 

ANSWER: Mills of the type de- 
scribed are designated as Nixtamal 
mills and are made by the Enterprise 
Mfg. Co., Third and Dauphin Sts., 
Philadelphia, Pa. 


* * ” 


Enpicott, N. Y.: Who makes the 
Gweco pressure gasoline stove?— 
Toulson Hardware Co. 

ANSWER: Geo. W. Eddy, Inc.. 
Syracuse, N. Y. 


Kinston, N. C.: Provide names 
and addresses of several manufactur- 
ers of electric hedge clippers.—D. V. 
Dixon & Son. 

ANSWER: Skilsaw, Inc., 3310 Els- 
ton Ave., Chicago, IIl.; Detco Mfg., 
Oaks, Pa.; E. Z. Electric Co., 168 
Madison Ave., New York, N. Y.; 
Trowbridge Conveyor Co., 382 
Bloomfield Ave., Passaic, N. J., and 
Dishmaker Mfg. Co., Kewaunee, Wis. 

(See H.A., Sept. 29, 1932, page 234) 


* * * 


Tacoma, WasH.: Where can we 
buy Rusticide, a rust removing com- 
pound? —Henry Mohr Hardware 
Co. 

ANSWER: Metropolitan Refining 
Co., Long Island City, N. Y. 


* * * 


WAXAHACHIE, TEX.: Who makes 
the Sterling vise? — Will Moore 
Hardware Co. 

ANSWER: Lowville Machine & 
Vise Co., Lowville, N. Y. 


* * * 


Payne, Onto: Where can we get 
pipe cutter wheels for a No. 1 Marks 
pipe cutter?—Sullivan Treat Hard- 
ware Co. 

ANSWER: This pipe cutter is no 
longer being manufactured. It is 
likely, however, that the following 
pipe cutter manufacturers can fur- 
nish replacement wheels to fit the 
Marks cutter: Barnes Tool Co., 161 
Brewery St., New Haven, Conn.; 
Armstrong Bros. Tool Co., 373 N. 
Francisco Ave., Chicago, IIl., and 
Wolverine Brass Works, Grand Rap- 
ids, Mich. 

(See H.A., Sept. 29, 1932, page 69) 


* * * 


BrRADForD, Pa.: Who makes the 
Driver line of electric woodworking 
machinery?—Emery Hardware Co. 

ANSWER: Walker-Turner Co., 
Inc., Jersey City, N. J. 

(See H.A., Sept. 29, 1932, page 78) 


* * * 


Corona, N. Y.: Who makes the 
Monogram combination coal and gas 
range?—Radke Hardware Co. 

ANSWER: Quincy Stove Mfg. Co., 
Quincy, Ill. 
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The “Lame Duck” Session 


(From Our Washington Bureau) 
T looks as though the “lame 
[2 session of Congress is go- 

ing to spend most of its time 
spouting and nothing more. Despite 
the pressing economic problems be- 
fore the country, Congress so far 
appears to be unable to arouse itself 
from its political complex. Getting 
down to brass cases and pushing 
through measures to slash govern- 
ment expenditures, to provide taxes 
to meet a stupendous deficit that may 
amount to $1,000,000,000 for the 
present fiscal year and other con- 
structive work certainly does not ap- 
pear to be in prospect at this time. 
Whether or not pressure from the 
country or some other strong force 
will compel necessary action remains 
to be seen. 

The situation is a sad commentary 
on the constitutional system which 
permits a “lame duck” session. It 
may have the compensating element 
of doing away with such sessions. 
The question is up to the state legis- 
latures. So far 13 have voted in 
support of the amendment which 
would put the victorious party at the 
elections into immediate power, the 
lack of which leaves Congress in its 
present do-nothing situation. 





One of the outstanding recom- 
mendations made by President 
Hoover is the enactment of a general 
manufacturers’ sales tax as a means 
of balancing the budget. Despite 
the growing support in Congress for 
such a tax its enactment at the “lame 
duck” session is altogether slim. Even 
some of the most prominent leaders 
in the Democratic party, including 
those who finally have become con- 
verts to the general manufacturers’ 
sales tax, have given the recommend- 
ation a cool reception. The idea 
seems to be to await an extra session 
and then put through such a measure 
under the Democratic administration. 
One reason given for holding up the 
tax is to await action on repeal of 
the Volstead act in order to get teve- 
nue from beer. When this repeal 
will go through, if it does go through, 
is highly problematical. Once tried 
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in the House at the present session it 
failed by a narrow margin. Another 
reason for hesitancy about acting on 
a general manufacturers’ sale tax is 
due to stubborn opposition from the 
farm and organized labor lobbies. It 
is also true that Congress is slow 
about raising taxes until after March 
15, when payments are due. It is 
also the claim of some members of 
Congress that business should not 
be burdened any more. The fact is 
that business would be burdened by 
less, in the estimation of supporters 
of the general sales tax, who think 
the burden should be more nearly 
equalized. Repeal of obnoxious spe- 
cial excise taxes now prevailing 
against a number of selected busi- 
nesses is held to be highly necessary. 
Substitution of a general sales tax, it 
is urged, would spread the levies 
comparatively lightly over business 
generally as well as over the people 
as a whole. President Hoover and 
the Treasury Department in recom- 
mending a general sales tax would 
exempt food and some grades of 
clothing but would otherwise gather 
revenue from general consumption at 
the rate of 2% per cent. It is con- 
tended it would be the surest way 
possible of meeting revenue require- 
ments. The extension of the lc. a 
gallon tax on gasoline appears to 
be certain in the new tax program, 
but the program likely will go over 
to an extra session, barring pressure 
from the country for Congress to 
forget politics and to act construct- 
ively to meet problems of the country. 





There have also been many con- 
structive recommendations for legis- 
lation in the annual reports of ex- 
ecutive departments. Some of them 
come from Attorney General 
Mitchell, and among other things 
call for emergency amendments to 
the national bankruptcy act and 
prompt consideration of anti-trust 
law restrictions on business. Definite 
action on these measures is unlikely 
during the present session. 

“The need for this legislation at 
the present time is so urgent that 
these measures should not await the 


general revision of the bankruptcy 
law (see H. A., Nov. 24, page 26), 
but should be adopted as amend- 
ments to the present act as emergency 
legislation, necessary in the process 
of reconstruction,” the attorney gen- 
eral said. Congress was reminded 
by Mr. Mitchell that the opposition 
to such revision which comes from 
some lawyers “is not entirely disin- 
terested.” 

It was declared that the cumber- 
some process of corporate reorgan- 
ization through equity receiverships 
and mortgage foreclosures affords no 
hopeful opportunity in many cases 
for the speedy reorganization of go- 
ing concerns, embarrassed by debt, 
even through agreement or large 
majorities of their creditors. 

Discussing the possibility of re- 
vising the anti-trust laws, Attorney 
General Mitchell said any permanent 
lifting of the anti-trust laws must be 
accompanied by government protec- 
tion of the consuming public. He 
urged temporary revision at once so 
as to keep the government out of 
such a control, for, he said, “the 
prospect of projecting the govern- 
ment further into business regula- 
tion, by way of supervision of prices, 
is not an attractive one.” 

Meanwhile, it was stated, “our 
anti-trust laws have not been abro- 
gated by the business depression, and 
the place to amend the anti-trust laws 
is in Congress and not in the Depart- 
ment of Justice.” 





The Kelly-Capper resale price 
maintenance bill is on the Senate 
calendar but has a poor chance of 
getting before either that body or 
the House in this session. 





Congress will probably discuss 
Chain Store Competition, but any 
specific action is unlikely during this 
session. There is some movement to 
add special chain store taxes over 
and above the proposed sales tax 
as a Federal levy. Chain organiza- 
tions are concerned about this activ- 
ity, the constitutionality of which is 
still debatable. 
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TOY MANUFACTURERS OF THE U.S.A. HOLD 
CONVENTION; LEHMAN ELECTED PRESIDENT 


More than 200 manufacturers 
from thirty-five states heard dis- 
cussions of plans for putting 
American toy factories on a 
twelve-month production basis, 
during the coming year, at the 
sixteenth annual convention of 
the Toy Manufacturers of the 
U. S. A., at the Hotel McAlpin, 
New York City, on December 1 
and 2. The other major sub- 
jects discussed were: protection 
of the industry against external 
competition, a thorough discus- 
sion of tariff problems; a pro- 
gram for- improving competitive 
practices so as to protect more 
of the profit of the industry and 
a program to increase the toy 
market. 

William E. Humphrey, mem- 
ber and former chairman of the 
Federal Trade Commission, 
spoke on the views of the Fed- 
eral Trade Commission. Presi- 
dent T. S. Dowst, Chicago, IIl., 
addressed the convention. James 
B. Reynolds spoke on the sub- 
ject, “What We May Expect 
from Washington.” Dr. Paul T. 
Cherington, president, American 
Marketing Society and professor 
of Marketing at New York Uni- 
versity, discussed “Organized 
Competition, the Life of a 
Trade.” William Burkhardt, 
merchandising manager. Stern 
Brothers, New York City, dis- 
cussed, “Toy Merchandising— 
The Joint Problem of the Re- 
tailer and Manufacturer.” Group 
meetings and an open forum 
session were also features of the 
convention. 

W. C. Lehman, Lehman Co. 
of America, Cannelton, Ind., was 
elected president. W. H. Rob- 
erts, Jr., S. L. Allen Co., Phila- 
delphia, Pa., and B. E. Fleisch- 
aker, Fleischaker & Baum, New 
York City, were elected as vice- 
presidents. L. K. Anderson, 
Selchow & Righter, New York 
City, was reelected as treesurer. 
James L. Fri continues as man- 
aging director of the associa- 
tion. 

New directors are: W. A. Cov- 
entry, Grey Iron Casting Co., 
Mt. Joy, Pa.; G. A. Fox, Mil- 
ton Bradley Co., Springfield, 
Mass.; F. J. Hannon, The Mur- 
ray-Ohio Mfg. Co., Cleveland, 
Ohio, and R. F. Valentine, 
Buddy “L” Mfg. Co., E. Moline. 








E, JOHANNESEN AGAIN 
HEADS JURORS GROUP 


E. Johannesen, president, Balti- 
more Retail Hardware Associa- 


Ernest Johannesen 


tion, Baltimore, Md., was recently 
reelected as president of the 
Grand Jurors’ Association at a 
meeting in the Hotel Emerson, 
Baltimore. 


F. D. VAN AMBURGH TO 
ADDRESS DEALERS 

The North Jersey Hardware 
& Supply Association will have 
Fred D. Van Amburgh, nation- 
ally known speaker at its Jan- 
uary 10, 1933, meeting to be 
held at the Down Town Club, 
Broad and Commerce  Sts., 
Newark, N. J. Mr. Van Am- 
burgh, author of seven success- 
fully sold books, ghost writer 
and a publisher will give his 
address, “How to Fail,” which 
he has delivered all over the 
country during the past fifteen 
years. His speech is an analysis 
of the qualities which make for 
success in business. 

The meeting starts at 7:30 
p. m. and tickets are $1.50 
each, including supper. 


SPARROW HEADS PAINT 
PRODUCTION FEDERATION 


More than 160 members at- 
tended the recent eleventh an- 
nual convention of the Federa- 
tion of Paint & Varnish Clubs, 
held at the Mayflower Hotel, 
Washington, D. C. Papers on 
methods used in manufacturing, 
etc., were presented during the 
two days of the convention, 
one prepared by the Philadel- 
phia club on, “Metallic Driers,” 
being judged the best ,sub- 
mitted. R. C. Stark, chair- 
man of the accounting commit- 
tee, told of the work of that 
group. A. E. Staudermann, 
chairman of the dry color com- 
mittee, presented the revised 
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specifications of that group. 
James Kortum, president for 
1932, conducted the sessions. 

Eugene E. Sparrow, Imperial 
Varnish & Color Works, Toron- 
to, Canada, was elected presi- 
dent, while Francis C. Atwood, 
Craftex Co., Boston, Mass., was 
named vice-president. Secretary 
George B. Heckel, Philadelphia, 
Pa., was reelected, while treas- 
urer Roy B. Anderson, Brook- 
lyn Varnish Co., Brooklyn, 
N. Y., was also reelected. New 
members of the executive com- 
mittee are: F. L. Theurer, Paint 
and Varnish Division, Pitts- 
burgh Plate Glass Co., Milwau- 
kee, Wis.; E. V. Ladd, Densol 
Paint Co., S. Park, Ohio, and 
F. A. Wertz, Varcraft Works, 
Pottstown, Pa. 


KNOWLES JOINS G. F. 
WRIGHT STEEL & WIRE 


Philip H. Knowles, for eight 
years a member of the Wash- 
burn Co., sales organization at 
Chicago, Ill., has joined the 
sales organization of G. F. 


PHILIP H. KNOWLES 


Wright Steel & Wire Co., 
Worcester, Mass. He will travel 
in the territory from Buffalo, 
N. Y., to Detroit, Mich., and 
south to Pittsburgh, Pa., and 
Cincinnati, Ohio. 

Mr. Knowles has a wide ac- 
quaintance in the trade. 


ISSUE OF NEW EDITION 

A new edition of the Custom 
House Guide, with larger pages, 
six by nine in., has just been 
released, with 50 per cent addi- 
tional information over previous 
issues. It contains a thorough 
revision of all information pre- 
viously published in the guide, 
plus new customs regulations, 
with official amendments to date 
and the new U. S, Revenue Act 





P. J. STOKES TALKS TO 

PITTSBURGH DEALERS 

Paul J. Stokes, manager, re- 
search department, N.R.H.A., 
addressed the December 2 meet- 
the Pittsburgh Retail 
Hardware Association on the 
subject, “Facing the Facts.” The 
meeting, which was held at the 
Hotel Roosevelt was attended by 
fifty members and guests. En- 
dorsement was given by the as- 
sociation to the “Trust Fund 
Act” to be introduced during the 
1933 Pennsylvania legislature 
sessions. 

Mr. Stokes used a chart cover- 
ing changes in the business world 
during the past one hundred 
years and explained what dealers 
might reasonably expect in the 
way of business conditions in the 
near future. 


OKLAHOMA CONVENTION 
PROMOTION CAMPAIGN 


In return for its designation as 
hotel headquarters the Skirvin 
Hotel, Oklahoma City, Okla- 
homa, is paying the expense of 
a state-wide campaign to arouse 
interest among association mem- 
bers in the forthcoming conven- 
tion. The convention meets 
January 24 to 26, 1933 at the 
Shrine Temple, where the ex- 
hibition will also be held. Charles 
F. Nelson, secretary, Oklahoma 
Hardware & Implement Associa- 
tion has his offices at 301 Key 
Bldg., Oklahoma City, Okla. 


ing of 


BUYS HARDWARE DEPT. 


Winnie Uhrig has purchased 
the hardware department of the 
Mitchell Mercantile Co., Mit- 
chell, Neb., and will continue 
the business in that town. He 
had previously been manager of 
the hardware department of the 
mercantile organization. 


CUSTOM HOUSE GUIDE 


(Manufacturers Excise Tax, title 
IV) with special alphabetical in- 
dex of commodities affected by a 
tax. Included is Import Sched- 
ule “A.” 

Contains 1700 pages, map in- 
sert and costs $5.00 per copy. 
Available by addressing: Cus- 
tom House Guide, Box 7, Station 
P, Custom House, New York 
City. 





SURPLESS, DUNN & CO. 
TO REPRESENT MAYDOLE 


H. W. Stone, president, David 
Maydole Tool Corp., Norwich, 
N. Y., has announced that effec- 
tive January 1, 1933, Surpless, 
Dunn & Co., 74-76 Murray St., 
New York City, and 34 N. Clin- 
ton St., Chicago, IIl., will be 
direct sales representatives for 
the entire line of Maydole prod- 
ucts. The Maydole company will 
be represented in all of United 
States and Canada, east of Den- 
ver and for the general export 
market by the Surpless, Dunn or- 
ganization. 

The Maydole company dates 
back to 1831, and its line now 
includes Maydole hammers and 
hatchets, Norwich, Octole, D.M.T. 
hammers, pipe wrenches, cold 
chisels and punches. Both com- 
panies announce that no changes 
in policy are contemplated, and 
that Maydole products will con- 
tinue to be marketed through 
the regular wholesale hardware 
and mill supply channels. 


CASE SCHOOL TO HOLD 
LIGHTING CONFERENCE 


The Case School of Applied 
Science, Cleveland, Ohio, will 
hold a conference on the Eco- 
nomics of Applied Lighting, 
Feb. 8 and 9, 1933. The col- 
lege has had the advice and 
council of an advisory commit- 
tee consisting of representatives 
of the National Engineering So- 
cieties having sections in Cleve; 
land and of the Cleveland Engi- 
neering Society. The object of 
the conference is to present, for 
the first time, a comprehensive 
survey of the economic value of 
good lighting in the various 
fields in which it is used, to- 
gether with a discussion of the 
factors on which such valuation 
is based. 

It should have a distinct ap- 
peal to manufacturing execu- 
tives, production engineers, elec- 
trical contractors, maintenance 
engineers, store managers and 
executives, building owners and 
managers, architects and illumi- 
nating engineers as well as 
those engaged in the production 
and sale of electrical energy. 

Among the speakers are: Dr. 
W. E. Wickenden, president, 
Case School of Applied Science; 
L. W. Morrow, editor, Elec- 
trical World; Ward Harrison, 
director, Nela Park Engineering 
Department, General Electric 
Co.; Samuel G. Hibben, chief 
engineer, Westinghouse Lamp 
Co., and W. Dean Keefer, di- 
rector, Industrial Field Divi- 
sion, National Safety Council. 

Professor H. B. Dates, Case 
School, is general chairman of 
the conference. 
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CHRIS L. JOHNSON 


Mr. Johnson’s affiliation with 
the W. W. Brasier Co., manu- 
facturers’ representatives of Los 
Angeles and San Francisco, Cal., 
was announced in the December 
8 issue of Harpwart AGE on 
page 48. 


BROOKLYN DEALERS 
HOLD MEETING 


Christmas merchandising plans 
were discussed at the December 
8 meeting of the Brooklyn Hard- 
ware Association held in the 
Johnson Bldg., Brooklyn, N. Y. 
President Thomas Grogan pre- 
sided at the meeting. Robert 
Hammond, a past presi lent, acted 
as secretary. A new secretary 
will be elected at a later date to 
succeed H. R. Conner, Norton 
Pike Co., who recently resigned 
that office. 


SHARPE IS PRESIDENT 
NEW ENGLAND COUNCIL 


Henry D. Sharpe, president 
and treasurer, Brown & Sharpe 
Mfg. Co., Providence, R. I., will 
become president of the New 
England Council on January 1, 
1933. Mr. Sharpe is also vice 
president, Providence Gas Co; 
president, Puritan Life Insurance 
Co., Providence, and a director 
of the New England Telephone & 
Telegraph Co. 


PLYMOUTH CORDAGE CO. 
TO OMIT CALENDAR 


The Plymouth Cordage Co., N. 
Plymouth, Mass., has decided 
that its 1932 Plymouth Ship 
calendar, “Racing to Market,” 
shall be the last issued in its 
present series of Ship calendar 
pictures. In making the an- 
nouncement the company states 
that it feels that its customers 
and prospects, in whose good 
will it is most interested, will 
react sympathetically to the 
temporary discontinuance of the 
calendars, because of existing 
business conditions. 

“The Romance of Rope” is the 
title of an attractive and unique 
booklet which the company has 
just issued. It is a narrative 
on the strength, endurance and 
handling qualities of Plymouth 
Ship brand Manila trope. In a 
romantic way the booklet tells, 





in a conversational style, the 
uses to which various old coils 
of rope have been put in world 
wide trips. Pencil sketches add 
to the interesting subject matter. 


BALTIMORE PAINT 
GROUP HOLDS MEETING 


Leon Hanline, Hanline Broth- 
ers, discussed the recent conven- 
tion of the National Paint, Oil 
& Varnish Association, before the 
Baltimore Paint and Varnish 
Production Club. George Suther- 
land, chairman of the technical 
committee, called attention to 
some of the activities at the con- 
vention, of special interest to the 
club. Suggestions as to topics 
were made by members for dis- 
cussion during the coming year. 

C. Burch Athey, C. M. Athey 
Paint Club, president of the club, 
conducted the meeting. 


B. E, BLUNDEN OPENS 
OFFICE IN SEATTLE 


B. E. Blunden, at one time 
sales manager of the Tritch 
Hardware Co., Denver, Colo., 
and later a manufacturer’s rep- 
resentative in Denver is now op- 
erating as a manufacturer’s rep- 
resentative on the Pacific coast. 
His offices are at 3315 E. 47th 
St., Seattle, Wash., and he cov- 
ers Oregon, Washington, Idaho, 
Montana and California. He is 
handling Turner Brass Works, 
Sycamore, IIl., blow torches and 
fire pots, products of the Elec- 
tric Hose & Rubber Co., Good- 
win-Granger fishing rods and 
lawn mowers made by Pennsyl- 
vania Lawn Mower’ Works, 
Primos, Pa. 


SEYMOUR SMITH & SON 
GRANTED PATENT 


William R. Smith, president 
and general manager, Seymour 
Smith & Son, Inc., Oakville, 
Conn., has announced that his 
company has new completed all 
the legal requirements for man- 
ufacturing its Snap-Cut Pruning 
Shear. It is now licensed under 
United States patent No. 1,831,- 
609. 

Mr. Smith stated that this 
license gives his company the 
exclusive right for the entire 
United States to manufacture 
and distribute this type of 
pruning shear. He states that 
pruning shears of this general 
type which are now on the mar- 
ket or any which may be offered 
in the future other than those 
made by Seymour Smith & Son, 
Inc., infringe upon this patent 
and that anyone manufacturing 
or distributing such infringing 
shears makes himself liable to 
legal action. 





HAMILTON CO. AGENT 
ALUMINUM GOODS MFG. 


The Hamilton Hardware Co., 
wholesale distributors of 125 
Church St., New York City, 
has been appointed as manufac- 
turers’ agent for Bermuda for 
the Aluminum Goods Mfg. Co., 
Manitowoc, Wis., aluminum 
cooking utensils, etc., manufac- 
turers. Stephen J. Griswold of 
the Hamilton Hardware Co. has 
been appointed as salesman and 
factory representative for the 
Aluminum Goods Mfg. Co. in 
Bermuda. [le has been identi- 
fied for many years with the 
export trade to Bermuda Islands, 
British West Indies and_ the 
Bahamas. Mr. Griswold is said 
to have the distinction of hav- 
ing crossed the Atlantic Ocean 
to those islands more times than 
any other traveler on record. 

The Hamilton Hardware Co. 
also acts as broker and forward- 
ing agent. Additional non-com- 
peting lines are desired by the 
company. 


PHILADELPHIA SAVE THE 
SURFACE CLUB MEETS 
Ralph Ebling was elected pres- 

ident of the Philadelphia Save the 
Surface Salesmen’s Club at the 
monthly meeting, December 2, at 
the Rittenhouse Hotel. Arrange- 
ments were made for distribution 
of Christmas baskets among the 
needy of the industry. 


AMERICAN STEEL & WIRE 
PROMOTES F, E. CHESNEY 

F. E. Chesney has been ap- 
pointed purchasing agent of the 
American Steel & Wire Co., with 
offices in the Rockefeller Bldg., 
Cleveland, Ohio, succeeding J. 
N. Fleming, who retired Dec. 1 
after 46 years’ continuous ser- 
vice. Mr. Chesney was for a 
long time connected with the 
company’s purchasing depart- 
ment in Chicago, Ill., and was 
transferred to Cleveland more 
than a year ago as assistant pur- 
chasing agent. 

D. C.* MacDonald remains as 
assistant purchasing agent, with 
office at 94 Grove St., Worcester, 
Mass. 


TO MOVE STORE 
W. A. Hoffman, Hackettstown, 


N. J., is moving its hardware 
store to more modern quarters 
after Feb. 1. 


BUYS OUT PARTNER 


Otto H. Reiche, senior mem- 
ber, Reiche Bros., Napiersville, 
Ill., hardware dealers, has taken 
over the entire business and will 
continue as Reiche Hardware Co. 
The business has been operated 
at 234 S. Main street since 1898. 
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L."E. Crandall Succeeds C. D. Smiley, Jr., 


As President of Simmons Hardware Co. 


Crandall and Teasdale Succeed The Chase National Bank, New York City, and First National 
Bank, St. Louis, as Associated Simmons Hardware Trustees 


L. E. Crandall, who first joined 
Simmons Hardware Co. in 1907, 
has been elected president and 
general manager of the company, 
succeeding C. D. Smiley, Jr., who 
has resigned from the company. 
Mr. Smiley had been president of 
the organization since 1929. 

Mr. Crandall has had a long 
and successful hardware career. 
Following graduation from col- 
lege he bought an interest in the 
Churchill Hardware Co., Gales- 
burg, Ill., as the banking and 
other interests of his faither did 
not appeal to him. Mr. Cran- 
dall later disposed of his inter- 
ests in the Churchill company 
and in 1907 joined the Simmons 
Hardware Co. When Winches- 
ter Repeating Arms Co. was ne- 
gotiating for the purchase of the 
Simmons Hardware Co. common 
stock he was with the new or- 
ganization for 18 months. In 
1924 he resigned from the Win- 
chester - Simmons organization 
and joined the Wickwire-Spencer 
Steel Corp., New York City, as 
vice-president and director in 
charge of distribution*® and fac- 
tory schedules. He spent a year 
and a half on his dairy farm 
resting and in 1927 temporarily 
joined the R. M. Hollingshead 
Co., Camden, N. J. In 1928 he 
returned to his farm, staying 
there until he rejoined the Sim- 
mons Hardware Co. in 1930 as 
vice- president and director in 
charge of buying, selling and 
merchandising. 

Mr. Crandall was indorsed for 
the presidency of the operating 
company by E. H. Simmons, son 
of the founder of the company, 
and by Oliver F. Richards, vice- 
president of the Mercantile-Com- 
merce Bank & Trust Co. 

Coincident with the election 
of Mr. Crandall as president and 
general manager of the Simmons 
Herdware Co., St. Louis, Mo., the 
Noteholders Protective Commit- 
tee of the Associated Simmons 
Hardware Companies issued an 
announcement of the appoint- 
ment of Mr. Crandall and Ken- 
neth Teasdale, St. Louis, as 
trustees. Messrs. Crandall and 
Teasdale succeed The Chase Na- 
tional Bank, New York City, and 
the First National Bank in St. 
Louis as co-trustees. Judge Nor- 
toni of the St. Louis Circuit 
Court promptly confirmed the 
appointments. Mr. Teasdale will 
act principally as attorney for the 
Noteholders Protective Commit- 
tee, 

The Court also named Gov- 
ernor Henry S. Caulfield, who 
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L. E. CRANDALL 


will retire as Governor of Mis- 
souri on Jan. 8, 1933, as referee 
and special master, with whom 
all claims against the company 
are to be filed. Governor Canl- 
field is empowered to take testi- 
mony in connection with claims, 
and his appointment becomes ef- 
fective upon his acceptance. His 
compensation will be fixed by 
the court. Judge Nortoni in- 
structed the trustees of Associ- 
ated Simmons Hardware Compa- 
nies to employ the firm of Stern 
& Burnett as general counsel. 
They have the right, however, to 
name such special counsel as they 
may deem necessary from time to 
time to carry out the mandate of 
the court. 

C. A. Shepardson, treasurer, 


Simmons Hardware Co., has _ is- 
sued a statement, dated Dec. 10, 
1932, which says in part: 

“Considerable publicity has, 
during the past several weeks, 
been given to the institution of 
suits in our local courts relative 
to the appointment of a receiver 
and/or to the filing of a petition 
in bankruptcy against Associated 
Simmons Hardware Companies. 

“Through the intervention of 
the Noteholders Protective Com- 
mittee of Associated Simmons 
Hardware Companies the con- 
flicting views of the parties to 
these proceedings have been rec- 
onciled, and as a result the ac- 
tive subsidiaries of Associated 
Simmons Hardware Companies: 
namely, Simmons Hardware Co. 
at St. Louis, Simmons Hardware 
Co. of Philadelphia, Simmons 
Warehouse Co., Enders Razor 
Co., Inc., and Mound City Paint 
& Color Co., all of which are in 
excellent financial position, will 
continue to operate as separate 
units. 

“Associated Simmons Hard- 
ware Companies, against whom 
the suits were instituted, is a 
holding company cwning the 
capital stock of the subsidiary 
companies. The outstanding gold 
notes are secured by the pledge 
of these stocks, and it, therefore, 
follows that the financial respon- 
sibility of the several subsidiary 
companies is not affected by the 
note issue.” 





GREAT STATES CORP. 
NOW IN SHELBYVILLE 


T. P. Nickell, president, Great 
States Corp., lawn mower manu- 
facturers, has announced that 
his company has moved its sales 
offices and plant from Richmond, 
Ind., to Shelbyville, Ind. The 





T. P. NICKELL 


chief reason for moving the plant 
to Shelbyville was to have it in a 
location more -convenient in rela- 
tion to the Chambers Corp., fire- 
less gas range manufacturers, of 





which company Mr. Nickell is 
also president. In addition the 
new plant has four times the 
manufacturing space used in 
Richmond, being located on a 
site of approximately five acres 
with a modern three-story brick 
plant, thus giving greater room 
for the expansion necessary with 
the manufacture of a power 
mower being developed. 

Mr. Nickell felt that making 
the move during the “off season” 
would make less interference 
with production schedules. The 
executive personnel remains un- 
changed with Mr. Nickell as 
president and Harry B. Custer as 
secretary -treasurer. These two 
men started the company more 
than 10 years ago. : 
Nickell and Carl Maag are also 
executives of the organization. 





GEORGE E., DEAN DIES 

George FE. Dean, president, 
Union Steel Products Co., Albion, 
Mich., died on Dec. 2. He was 
60 years old. 





MARKING DEVICE MAKERS 
USE MACHINERY 23.4% 
OF WORKING DAY 


(From Our Washington Bureau) 


A survey of 100 manufacturing 
concerns making marking devices 
shows that their machinery is 
used productively but 23.4% of 
the time during the working 
day. The survey was made by 
the International Stamp Manu- 
facturers’ Association, Chicago, 
Ill., in cooperation with the De- 
partment of Commerce, Washing- 
ton, D. C. The association has 
published, “A Nation-wide Survey 
of the Marking Devices Indus- 
try”, upon the findings of the 
department and itself. 

The study deals with manufac- 
turers and distributors of stamps, 
dies, stencils, automobile tags, 
police and firemen’s badges and 
similar articles. Operations of 
100 concerns in 52 cities in all 
sections of the country were stud- 
ied to obtain the data for the 
report. The survey is expected 
not only to prove of value to the 
marking device industry but also 
to offer valuable suggestions to 
numerous other industries where 
similar problems of successful 
operations exist. 

The report found that marking 
device orders to a value of $2 or 
less are generally unprofitable in 
the face of production and dis- 
tribution costs. The “breaking 
point” between profit and loss 
was found to vary from $3 in the 
northeastern and Great Lakes 
sections to $1 in the south mid- 
continent, or gulf area. 


FORM HARDWARE FIRM 


Richard O. Guthke, Sr., is pres- 
ident of Guthke Hardware Co. 
recently incorporated to purchase 
the merchandise, fixtures and ac- 
Counts receivable of the old 
Guthke Hardware Co., 283 S. 
High St., Columbus, Ohio. which 
had been in receivership. 

Richard O. Guthke, Jr. former- 
ly operated the business, having 
purchased it from his father ten 
years ago. 


EXAMINER FILES REPORT 
ON AMMUNITION ASSN. 


The Examiner for the Federal 
Trade Commission has com- 
pleted his report covering the 
Commission’s action against the 
Ammunition Manufacturers As- 
sociation. Although details are 
not available, nor is the filing of 
this report the final action in the 
case, it has been indicated that 
the Examiner’s report may be 
considered favorable to the Asso- 
ciation. 
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Remington Arms Co., 
Bridgeport, Conn. 
Gentlemen: 

I am more than glad to recommend your 
knife which has given me such long and good 
service. I use this knife in the very hardest 
woods, and many a dollar | have made with 
it making such articles as ax handles, hammer 
handles, split baskets, repairing chairs, and in 
fact all kinds of repair work that a knife could 
be used for 


I have had this knife about four or five 
years. I sold it once, but bought it back. 
I can always recommend this knife to anyone 
who wantsa knife for hard service and long use. 


You can see that this knife is worn almost 
entirely in two, yet it is so sharp I can almost 
shave with it. 







R3363 


Lots of service left 
in this old knife. The 
fine blade steel still takes 
a razor edge. The satis- 
faction the owner gets 
from a Remington knife 
is worth a lot to the dealer 
who sells it. 


Yours very truly, 
(signed) J. A. Estep. 


Johnson City, Tenn. 











Are You Proud of the Knives You Sell? 


There’s more than personal satisfaction in 
selling a line of knives you can be proud 
of. In these days quality is sacrificed 
right and left and dealers are stampeded 
into stocking cheap, trashy merchandise 
against their better judgment. But the 
dealer who stands out against this, who 
insists that he will sell nothing but honest 
goods, is the dealer who makes real friends 
who come back to him for more. 


The same high qtality that went into the 
knife pictured above five years ago is in 
every Remington knife made today. The 
letter from Mr. Estep is proof of the value 
of selling quality cutlery. Insist that your 
jobber supplies you with Remington 
Cutlery. There is 


no substitute for A Pannrs2e 


Remington quality. President 





REMINGTON ARMS COMPANY, Inc., BRIDGEPORT, CONNECTICUT 


Originators of Kleanbore Ammunition 


MANUFACTURERS OF ARMS, AMMUNITION AND CUTLERY 
© 1932 R. A. Co. 


The Greatest Value Ever Offered — The Remington Standard American Dollar Pocket Knife 
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WILLIAMS HEADS RAZOR 
BLADE MANUFACTURERS 


Charles A. Williams, president, 
Standard Safety Razor Corp., 
Norwalk, Conn., was recently 
elected as president of the As- 
sociated Independent Razor and 
Blade Manufacturers, Inc., suc- 
ceeding Thomas J. Pelham, 
who resigned. The purpose of 
the association, which comprises 
“independent razor and blade 
manufacturers” in the United 
States, is to cooperate for the 
general good of the safety razor 
and blade industry, including 
wholesalers and retailers who 
trade in “independent brands” 
of safety razors and blades, as 
well as the consuming public. 

Headquarters are located at 
11 E. 44th St., New York City. 
W. J. Parker, secretary of the 
association is in charge. 
CALDWELL RUBBER CO. 
NAMES REPRESENTATIVES 


Jansson & McGinley have 
opened offices at 2994 Atlantic 
Ave., Brooklyn, N. Y., as repre- 
sentatives of Caldwell Rubber 
Co., Providence, R. I. The Jans- 
son & McGinley organization will 
carry a stock of drain boards, 
sink strainers, soap dishes and 
dust pans, all made of rubber 
and will cover all of New York 
City and all of Long Island. 

For eleven years Arthur S. 
Jansson was a sales engineer for 
Richards-Wilcox Mfg. Co., 
Aurora, Ill., previous to which 
he was in the building construc- 
tion field. Vincent A. McGinley 


was formerly an architect. 


ENTERS PARTNERSHIP 


Leon Farrell, plumber and 
tinsmith in Theresa, N. Y., has 
entered partnership with Ever- 
ett Eggleston, the buyer of the 
Westcott Hardware business in 
that town. The firm also in- 
cludes Orin Wilcox, son-in-law 
of Mr. Eggleston. Mr. Farrell 
will manage the plumbing and 
shop department while Mr. Wil- 
cox will manage the store. 





FORM GENERAL ELECTRIC 
CONTRACTS CORP. 


Organization of the General 
Electric Contracts Corp., to pur- 
chase from distributors and deal- 
ers installment payment obliga- 
tions covering the sale of Gen- 
eral Electric household  ap- 
pliances and other products, 
was announced at Schenectady, 
N. Y., by Gerard Swope, presi- 
dent of the General Electric 
Company. The initial operation 
of the new corporation will be 
in the New York metropolitan 
area and will be extended to 
other cities as service and vol- 
ume of business requires. 





other finance companies which 
have satisfactorily handled this 
business will continue to oper- 
ate in all territories pending the 
opening of additional branches 
of the newly organized com- 
pany. G. F. Mosher, assistant 
treasurer of the General Elec- 
tric Co., has been named presi- 
dent of the corporation which 
will have its main office at 120 
Broadway, New York City. 





MEDUSA CO. HANDLES 
BESTOSEAL LINES 


As announced in the Nov. 10 
issue of HarpwareE AcE the 
Medusa Trading Co., 1133 Broad- 
way, New York City, manufac- 
turers’ representatives, handles 
“Bestoseal” glazing and caulking 
compounds. The Medusa com- 
pany also handles “Bestoseal” 
Roofing Cement. Both products 
are made by the Bestoseal Co., 
Fostoria, Ohio. 





HYGRADE SYLVANIA WILL 
OPEN NEW YORK OFFICE 


The Hygrade Sylvania Corp., 

Salem, Mass. and Emporium, Pa. 
will open as of January 1, 1933, 
an executive-sales office at 500 
Fifth Ave., New York City. For 
the time being wholesalers and 
dealers are requested to send 
their orders just as in the past. 
After moving the company will 
issue directions as to future 
orders, correspondence, etc. 
The following officers and 
executives will make their head- 
quarters in New York, E. J. 
Poor, chairman of the board of 
directors; B. G. Erskine, presi- 
dent; W. E. Poor, vice president; 
H. P. Gilpin, P. S. Ellison, S. N. 
Abbott, C. C. Pyle, H. H. Fuller 
and C, W. Shaw. 





PANHANDLE CONVENTION 
MEETS APRIL 17-19 


C. L. Thompson, Canyon, 
Tex., secretary-treasurer, Pan- 
Handle Hazdware & Implement 
Association, has announced that 
his organization’s 1933 conven- 
tion will be held April 17, 18 
and 19 at the Hotel Amarillo, 
Amarillo, Tex. 





MOVING QUARTERS 


After nineteen years at 105 
N. Travis St., Sherman, Tex., 
Scull, Swain & Wallace Co., is 
moving its hardware store to 
107 S. Travis St. in the same 
town. 


WAREHOUSES BURNED 

Fire recently swept two ware- 
houses of the J. R. M. Adams 
Hardware Co., Baltimore, Md., 
doing considerable damage. The 





Cc. E. TOMPKINS NOW 
WITH VELVA-TEX CO. 


C. E. Tompkins, formerly gen- 
eral sales manager, David May- 
dole Tool Corp., Norwich, N. Y., 
is now with The Velva-Tex Co., 
466 Spencer St., Syracuse, N. Y., 
manufacturers of dust cloths, 
dish cloths and face cloths. 
city. 


SCHENCK STORE FIRE 


The hardware store of L. J. 
Schenck, Baldwinsville, N. Y. 
was badly damaged by fire last 
month. Mr. Schenck is reopen- 
ing his business. 





REMODELS STORE 


Kellogs & Lawrence, Inc., 
Katonah, N. Y., hardware firm, 
has opened a remodeled store. 


GIBSON MOVES BOSTON 
OFFICES TO NEW YORK 


The Gibson Electric Refrigera- 
tor Corp., Greenville, Mich., 
has moved its eastern head- 
quarters from Boston, Mass. to 
33 W. 42 St., New York City. 
H. E. Young, eastern division 
manager, is in charge of the new 
office and in charge of servicing 
eastern distributors. 





A. R. JACKSON MOVES 
HIS OFFICES 


A. R. Jackson, manufacturers’ 
representative has moved his of- 
fices from 603 Volunteer Bldg., 
Atlanta, Ga. to 411 Mortgage 
Guarantee Bldg., in the same 
city. 














JOHN E. HILL 
John E. Hill, 78, Indepen- 


dence, Mo., senior partner in 
the Hill Bros. Hardware Co. of 
that town, died December 2, at 
his home in that town. He 
had been in business in In- 
dependence for sixty years. 





HOWARD A. KELLY 
Howard Aaron Kelly, 69, Har- 


risville, Pa., hardware dealer for 
thirty-two years, died recently. 


CHARLES A. SCHIEREN 


Charles A. Schieren, _presi- 
dent, Charles A. Schieren & Co., 
New York City, belt manufac- 
turers and tanners, died Decem- 
ber 4 at the age of 63, follow- 
ing a heart attack. The busi- 
ness was founded sixty-eight 
years ago, with Mr. Schieren’s 
father as president. The young- 
er Mr. Schieren became presi- 
dent of the company, upon his 
father’s death in 1915. He was 
active in the affairs of the For- 
eign Trade Council. 





CHARLES McCARTHY 


Charles McCarthy, 76, who 
had been in the hardware busi- 
ness in Emporia and Mankato, 
Kan., for 53 years, died re- 
cently. He was one of the 
group who founded the Western 
Hardware & Implement Associa- 
tion thirty-five years ago. Mrs. 
McCarthy and four sons sur- 
vive. 


ADOLPH HARTMANN 


Adolph Hartmann, president, 
American Metal Ware Co., Chi- 
cago, Ill., died Nov. 30 at the 
age of 80 years. He was born 
in Germany and went to Chi- 








The commercial credit and 
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buildings were insured. 


OBITUARY 








GEORGE HAZER 


George Hazer, North Bend, 
Ore., hardware dealer died re- 
cently following a nervous break- 
down, caused by the recent death 
of his wife. He established his 
hardware business in 1909 and 
was a director of the First 
National Bank in that town. 





ROBERT C. SNYDER 


Robert C. Snyder, 56, presi- 
dent, Adam Snyder & Co., Terre 
Haute, Ind., hardware dealers, 
died December 2, following an 
operation for appendicitis. Upon 
the death of his father, Adam 
Snyder, he became president of 
the company. 


ARCHIE N. FOURNIER 


Archie N. Fournier, 76, Syra- 
cuse, N. Y., hardware dealer, 
died November 30, after a brief 
illness, 


FRED W. STRECKER 


Fred W. Strecker, 60, for the 
past six years a salesman in the 
New England district for Green- 
field Tap & Die Corp., Green- 
field, Mass., and previously 
works manager of the company 
from the time it consolidated 
with the Wiley & Russell Mfg 
Co., died at his home in Green- 
field, Dec. 4, following a stroke. 





LOUIS C. COWLES 


Louis C. Cowles, vice-president 
and general manager, C. Cowles 
& Co., New Haven, Conn., auto- 
mobile hardware manufacturers, 
died December 11, at the age of 
seventy. Until recently Mr. 
Cowles refused to ride in an auto- 
mobile, although his company had 
been manufacturing automobile 





cago as a boy. 


hardware for many years. 
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APPRECIATION 


HARDWARE "MERCHAN TS 


MOMENT of retrospection in these closing days 
of 1932 brings us the gratifying assurance that 
uncertain conditions cannot depreciate an asset which 
we cherish and value most highly —dealer good will. 














Today, as always, we realize that our success is in- 
separably linked with that of the hardware merchants 
through whom our products are sold. Our policy of 
dealing only through hardware merchants — of con- 
stantly guarding their interests—is founded upon 


that thought. 


To you, our friends throughout the trade, we ex- 
press our sincere thanks for the loyalty which 
means so much to us. We promise you 
continuance of those policies which, 
we feel, merit your confidence 
and support. 


YALE & TOWNE MFG. CoO. 
ORD, COnwECTIC UT, Ms... $2" 
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WHEN BUSINESS IS SLOW— 
A. L. BLAKEY’S MIND GETS BUSY 


“When business is slack I oc- 
cupy my time thinking up ways 
to get 
Blakey, proprietor of the Blakey 
Hardware Co., Tulsa, Oklahoma. 
“For instance, we needed a serv- 
ing cart in which to move goods 
about the store, changing their 
position and rearranging them. 
Two wheels from a second hand 
scooter and a little work pro- 
vided the serving cart illustrated. 
When not being utilized in the 
moving of stock this cart is 
loaded with slow moving articles, 
that have been price tagged, and 
wheeled out where people can 
see them as they enter. 

“We can fill seed sacks effi- 
ciently and easily with the aid of 
a funnel fastened to the wall. Of 
course we handle bulk and 
packet seeds, also fertilizer in 
large or small quantities. In this 
department we carry hand spray- 
ers and a complete line of in- 
secticides.” 

The Blakey store offers women 
customers such groups of items 
as: six glasses for 25c.; six of 
another type for 20c.; six of yet 
another kind for 35c.; twelve- 


business,” says A. L. 


Just a Little 
Reminder 





piece bridge sets for $1.49. 
Counters are stocked with items 
that appeal to the woman shop- 
per, as for instance, pretty bowls, 


~~, 


BLAKEY'’S FRIENOLY BRIAR 
HELPS HIM THINK. 


salt shakers, cream pitchers, tea 
pots, nut bowls, etc. 

Mr. Blakey has a jobl tr in his 
own city and is able to carry a 
small number of each item. Pipe 
fittings and tools kept handy en- 
able him to take care of repair 
jobs. Paints are arranged in bins 
that have the color card and 
price attached to each. Due to 


















his jobber being near at hand, 
Blakey was able to do a paint 
volume of more than $30,000, 
with a stock of around $5,000 
(1930) (1931). 1932 volume is 
off about 20 per cent. 

A lawn mower sharpening ma- 
chine cost $110 and he sharpens 
from 150 to 200 mowers each 
season. 
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Dover, Del., 

















This little 
statement form 
and envelope is 
actual size of 
that sent out by 


Phone 396 


To Walter T. Massey, Dr. 


146 -Governor’s Avenue 


TERMS CASH 








W. T. Massey, 
Dover, Del. The 


a 





novelty of the 
idea helps to 





call the atten- 
tion of the 





debtor in a good 





humored way 








and- everyone 

will agree that “Thip mafter is so small that w@ wished |to 
a take up as/|little space as possible jin bringipg 
it is advantage- /-p—no-eonrparenrton—you ean Pose oryit 
ous to retain the entirely by] just sending us a ch@ek for fhe 


unloun 














goodwill of a 














customer as well 
as to make him pay up. This is 
not a difficult bit of collection 
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material to prepare. Your local 
printer will take care of it. 





YOUNGSTOWN SHEET 
PERSONNEL CHANGES 


James H. Gilhuly on Dec. 31st 
will retire from active duties as 
district sales manager of the 
Youngstown Sheet & Tube Co., 
Youngstown, Ohio, in the San 
Francisco, Cal., territory and will 
be succeeded by Alexander G. 
Oakley of the Seattle, Wash., 
office. Mr. Gilhuly has been with 
the Sheet & Tube company al- 
most from the date of its forma- 
tion. He will continue in the 


‘employ of the company without 


the responsibilities of daily at- 
tendance. 


STOPPED 20,000 FALSE 
OR MISLEADING “ADS.” 
(From Our Washington Bureau) 

More than 20,000 false and 
misleading advertisements were 
either discontinued entirely or 
revised to check fairly with the 
truth last year as a result of the 
Federal Trade Commission’s cam- 
paign against fraudulent adver- 
tising, it is estimated in the Com- 
mission’s annual report to Con- 
gress. The actual cost of the work 
for the last fiscal year was only 
$23,400, an average of $57.63 a 





case. 


Unusual Hobby Brought Big Dividends 
To Dallas, Texas, Hardware Merchant 


Richard H. Abernathy, pro- 
prietor of the Abernathy Hard- 
ware Co., 4110 Ross Avenue, 
Dallas, Texas, has a hobby that 
paid big dividends. During his 
last year at Dallas High School 
he directed the school minstrel 
show. Later, he directed similar 
performances for other Dallas 
High Schools, the Kiwanis Club, 
and many other organizations in 
Dallas, Waco, Denton and near- 
by towns. 

Prior to the death of his fath- 
er, a few years ago, Mr. Aber- 
nathy seldom turned down an 
opportunity to perform in, or to 
direct minstrel shows. While his 
present duties are such that he 
has been forced to discontinue 
the hobby, he says the desire is 
still there. Even though the re- 
muneration received from his 
hobby was small, he declares the 
dividends in new friends and ac- 
quaintances were large. 


BRINGS TRADE 


Commenting on the benefits 
received from his hobby, Mr. 
Abernathy said: “Many of the 
people I have been associated 
with in minstrel shows come in 
to trade with me in my hard- 
ware business. The largest sin- 
gle sale I ever made was to a 
man who had been in one of my 





shows. For a man of my age, I 
believe I have the reputation 
of knowing more people in Dal- 
las than any other one person. I 





R. H. ABERNATHY 


attribute this to my work in 
shows. It is only natural that 
many of these people remember 
me and patronize my business 
when in need of anything in my 
line, for always the associations 
have been very pleasant.” 

His original interest in his 
hobby, he says, was probably in- 
spired by the fact that when he 
was a small boy, his family had 
a talented and musically in- 
clined negro servant in its em- 
ploy. This negro encouraged Mr. 
Abernathy to sing and dance, 
and found in him an enthusiastic 
and apt pupil. 
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This is why you will make 
more money handling 





LIBBEY: OwENS:FORD 
Beg QUALITY GLASS 


I Consistent national advertising has made your customers recog- 


nize the L-O-F label as a familiar symbol of superior quality and value. 


2 The exclusive L-O-F process produces a glass that is remark- 
ably easy to cut. This reduces loss through breakage to a minimum, 


thereby increasing your profit. 


ry L-O-F- dealers can carry a balanced stock that assures profitable 
turnover, for L-O-F jobbers are so widely distributed that, wherever 


your store may be located, your order will be filled without delay. 


4. The new L-O-F method of packing keeps the glass clean 


and eliminates troublesome, costly muss and disorder. 


Let your jobber’s salesman help you maintain a balanced 


stock and assist you in developing a sales-producing program. 


LIBBEY-OWENS-FORD GLASS COMPANY, TOLEDO, OHIO, 
manufacturers of Highest Quality Flat Drawn Window Glass, Polished 
Plate Glass and Safety Glass; also distributors of Figured and Wire Glass 
manufactured by the Blue Ridge Glass Corporation of Kingsport, Tennessee. 
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Lightning 
Profit Flasher 


For giving percentage of profit 
between any cost and any selling 
price, when cost is either per 
unit or per dozen. When a buyer 
wants to show a 38 per cent 
markup he turns the Profit 
Flasher to 38 per cent and finds 
the exact amount he can pay for 
any selling price, also the exact 
amount he must get for any cost 
price. Eliminates guessing and 
figuring. Of pocket size. Cost, 
50c each, or $4.00 per dozen. 
Special prices for quantity pur- 
chases. Murray C. French, 1379 
Detroit St., Denver, Colo. 
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Brown & Sharpe 
Thickness Gages Nos. 645 
and 647 


Have tapered blades 3 in. long 
and are % in. wide at the tip. 
No. 645, nine blades, varying in 
thickness from 0.0015 to 0.015 
in. No. 647, twenty-six blades, 
varying in thickness from 0.0015 
to 0.0025 in., inclusive. Both 
gages have blade locks, making 
it possible to clamp any desired 
blade or blades in position for 


use. May be used singly or in 
combination. Twelve different 
styles and sizes of thickness 


gages are now available for prac- 
tically any requirement. Brown 
& Sharpe Mfg. Co., Providence, 
mR. &. 
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“Non-Rolling”’ 
Triangle Sinkers 


For lake, bay and outside fish- 
ing. The maker states that they 
will not roll and that their de- 
sign makes them less apt to foul 
in rocks, wrecks or weeds. Seam 
line shape said to make them 
cast straight and far. Sizes, cor- 
responding to approximate 
weight in ounces; Nos. 1%, 2, 
21h, 3, 4, 5, 6, 74%, 8, 10 and 12. 
Suggested retail selling price, 2c. 
per ounce. Baldwin Sinker Co., 
34 Harvard Ave., Baldwin, L. I., 
ho & 


Warren Telechron Line 
Shown In Folder . 


Which illustrates alarm models, 
living room, kitchen, banjo and 
other wall models. Nineteen 
models are shown in color to- 
gether with brief descriptive data 
including prices. Warren Tele- 
chron Co., Ashland, Mass. 


‘““Sun-Red Edge”’ Screen 
Wire Cloth In New 
Package 


Produced by a machine which 
spirally wraps the cloth and caps 
the ends of the roll. The “Red 
Edge” and measure marks are 
shown on the outside of the pack- 
age, as well as the Sun-Red Edge 
trade mark. End caps, formed 
of heavy duplex fabric tape, spiral 
lines with measure marks and 
sunburst trade mark are in Rey- 
nolds’ red color. Wrapping of 
120 Ib. Kraft. New packaging 
reduces storage space, protects 
product, improves appearance 
and makes a saving in freight. 
The Reynolds Wire Co., Dixon, 
Il. 






Nesco Decorated 
Serving Trays 

In round and oblong shapes, 
with modern designs, including 
the Scottie decoration illustrated. 
For lunch or service use. Three 


























designs in oblong form and three 
in round form. Finish, baked 
lithographed, permitting washing 
with soap and water without af- 
fecting finish, says the maker. 
National Enameling & Stamping 
Co., Inc., 270 N. 12th St., Mil- 
waukee, Wis. 
Meter-Pay Sales Plan 
For Standard Gas 
Equipment 

Models sold under the follow- 
ing brand names: Smoothtop, 
Oriole, Vulcan and Acorn. Uses 
coin register, consisting of an 
electrically operated clock move- 





ment with a 25c slot machine 
attachment which operates a 30- 
lenoid valve, controlling the flow 


of gas into the range. Valve 
electrically held open for cycle 
of time decided upon, usually 24 
hours. When quarter drops cur- 
rent is shut off and valve auto- 
matically closes, gas being shut 
off from appliance until another 
25c is placed in machine and 
the valve set. Seven quarters 
may be deposited at a _ time. 
Meter coin register attached to 
top of range by means of a 
bracket, keeping it out of the 
heat zone. Portfolio entitled, 
“The Meter Pay Plan for Sell- 
ing Gas Ranges,” is offered 
dealer. It contains photographs 
of the unit itself and of the unit 
in use. Standard Gas Equipment 
Corp., 18 E. 41st St., New York 
City. 





Ryan Official Boy Scout 
Triple Signal Set 


Includes complete telegraph 
signal unit, wireless signal unit 
and night blinker signal unit. 
Officially approved by National 
Council Boy Scouts of America. 
Uses 4% volt “C” dry cell bat- 
tery. Single unit, list $1.00, 
double unit, list $2.00 per set. 
The John P. Ryan Co., 221 N. 
23d St., Philadelphia, Pa. 





Goulds “Improved CID” 
Deep Well Pump 


Occupies floor space 16 in. by 
18 in., stands 21 in. high, weighs 
150 lb., without motor. Construc- 
tion features include low pres- 
sure oiling system, said to lubri- 
cate with only a cupful of oil 
in crankcase, ball bearing shaft, 
removable bronze shaft bushings, 





pinions, 


steel 
straight line link motion with 
rocking bearings, dripless stuff- 
ing box and direct-discharging, 


high carbon 


controlled air compressor. The 
maker states that reduction of 
friction and smoothness of op- 
eration with slight mechanical 
loss permits use of smaller mo- 
tors. Suction 2% in., discharge 
1% in. gear ratio 6.4 to 1. 
Maximum pump speed, 55 r.p.m. 
No. 8146V for open tank service, 
V-belt drive unit; No. 8146VA 
for pressure tank service, V-belt 
drive unit; No. 8146VF, same as 
8146V, with anti-freeze attach- 
ment; No, 8146VAF, same as 
8146VA, with anti-freeze attach- 
ment. Goulds Pumps, Inc., Sen- 
eca Falls, N. Y. 
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Actual size of sheets 9% by 12 inches 
over all; writing area 8% x 11% 
inches. Sheets printed on both sides, 
with 28 entry lines on each side. 
Price—$1 for 200 sheets (400 pages). 





Retailers Designed This New 
Hardware Age Inveniory Sheet 


of th HARDWARE AGE INVENTORY 
SHEETS, because they were simple, conven- 
ient and handy to use. The new form of sheet 
is even more simple, more convenient and 
easier to use. Our entire effort was directed 


E asked 1000 leading retail hardware 
merchants to help us design this new 


HARDWARE AGE INVENTORY 
RECORD SHEET. Here is the result, a new 
sheet, a new size, a new form and a NEW 





LOW PRICE—$1 for 200 sheets. As these are 
printed on both sides, this means $1 for 400 
pages of inventory record sheets for one dollar. 
Each page takes 28 items, one to a line. Your 
dollar investment provides inventory entry 
space for 11,200 items. 


In the past thousands of retail hardware 
merchants and wholesalers have used millions 


toward making annual hardware inventories an 
easier job. 

The new HARDWARE AGE INVEN- 
TORY SHEETS will fit the standard HARD- 
WARE AGE INVENTORY BINDER used 
by thousands of dealers. Send your dollar 
with your order for 200 of new inventory 
sheets to 


HARDWARE AGE 


239 West 39th Street 
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New York City 
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Look for 
This Card 
in Every Roll! 


Insist on Genuine 
U.S. Poultry Fence? 


Woven like Farm Fence 
Stretches without bagging 
Needs no top-rail, no baseboard 
Costs less erected 

Easier to handle and sell 

Made by American workmen 
Sold only through regular trade 


U. S. POULTRY FENCE, the original. 
modern, straight-line netting, alone meets 
every demand of experienced buyers. Its 
superior construction....its ease ol 
handling .... its perfect stretching... . 
and, its economy .... make it first choice 
for every purpose. 

Thousands of dealers today stock and 
sell U. S. POULTRY FENCE exclusively. 
It enables them to confine their efforts to 
one line—a line that builds repeat busi 
ness. It attracts new trade....and dis- 
courages price competition. 


Insist upon genuine U. S. POULTRY 
FENCE when you order netting! You 
can identify it readily by the attractive 
blue and yellow card in every roll. 

Indiana Steel & Wire Co. 


Muneie, Indiana 


Makers also of 
IMPERIAL Farm, Poultry, Lawn Fence. 
Trellis, Flower Border, Steel Posts, Gates. 


iy 


1 U.S. Poultry Pence y 
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Technocracy 


too many acres of coffee, rubber, beef, 
wool. It is not the result of technology, 
but of human miscalculation. For nearly 
two hundred years the Machine has been 
operating to enrich the existence of the 
world’s masses. It is silly, on the basis 
of three years of hard times, to denounce 
that the Machine has suddenly become 
man’s destroyer.” 


Were it at all necessary, one could 
proceed at length to call attention to 
other errors and sophistries in the 
“Technocracy” pronouncement ;—for 
example, the idea of an “energy sur- 
vey” as determining the approach of 
the limits of attainment under our 
present system. Is it not obvious to 
the members of this group, as it is 
to others of us, that the greatest con- 
structive force, the force that has built 
all progress and determined its rate, 
cannot be defined or measured in 
ergs, horsepower, kilowatts or man- 
hours? I refer to the force exercised 
by creative ideas, forces that can put, 
and have put, millions of men to 
work in industries where no one 
worked before. And _ technological 
development aids this creation of em- 
ployment by speeding up the rate at 
which new ideas can be put to work 
and measured in terms of new work- 
ing opportunities. 


The Machine Has a Good 
Record 


In conclusion, it may be timely to 
present some actual facts, as con- 
trasted with half truths and theories 
for the attention of those who may 
have been disturbed by the sophistries 
of the many cults which have come 
forward with cure-alls for humanity’s 
ills and who set the stage for the res- 
cue by painting mechanization as a 
devouring monster. 

“Forty years ago, when the electric 
motor was being introduced to skep- 
tical industry, when the_ word ‘mass 
production’ had not yet been uttered, 
there were 69 human workers per 
thousand of population employed in 
all of our manufacturing industries. 

“In 1929, after 40 years of inten- 
sive mechanization, electrification, or- 
ganization, and automatization, there 
were 721% workers per thousand of 
population in these same manufac- 
turing industries. This final figure, 
by the way, was higher than the aver- 
age of the entire 40-year period in 
spite of the fact that the average in- 
cluded the superintensive year of 


(Continued from page 17) 


1919, when industry was still geared 
to World War proportions. 

“Now let us look at the picture of 
employment as a whole and see what 
the machine has done to it during the 
past 30 years—for the manufacturing 
wage earners of industry represent 
but one-fifth of our total number of 
breadwinners in all occupations. 

“In 1900, there were 383 breadwin- 
ners in the United States for each 
thousand of population. These in- 
cluded all ‘gainfully employed’ in all 
lines of industry, agriculture, busi- 
ness, professional service, domestic 
and public service, etc. 

“In 1930, we find the density of 
employment greater instead of less 
after 30 years of our most intensive 
mechanization. For there were then 
398 breadwinners for each thousand 
of our population as contrasted with 
383 in 1900. A net gain of 15 work- 
ers per 1000 of population during 
the 30-year period. 

“If mechanization were an enemy 
of employment we should expect to 
find evidence of it in a 10, 20, 30, or 
40-year period. We should expect 
this evidence to be gradual and ac- 
cumulative. Instead of which over 
the same period we have found a pro- 
gressive and accumulative increase in 
the number of working opportunities 
in proportion to population. 

“From the beginning of our inten- 
sive ‘machine age’ in 1880, up to 
1930, the record shows conclusively 
that the machine, under its present 
ownership, has increased and not di- 
minished the density of employment.” 

These facts about mechanization 
and employment are not new. They 
were published more than 16 months 
ago in The Iron Age, and later cor- 
roborated by a special committee of 
the United States Chamber of Com- 
merce. They should conclusively 
prove, to the unbiased mind, that ma- 
chinery, with its continuous record of 
multiplying working opportunities, is 
not the cause of the depression. We 
must look for it elsewhere. 

Why is it that the “medicine man,” 
the economic tinker and the “pro- 
fundist,” whose philosophies are so 
abstruse as to be non-understandable, 
command larger audiences than the 
man who tells the homely truth? 

Simply because, as Mr. Barnum 
said, the general public likes to be 
fooled. But in these times, it cannot 
afford that luxury! 
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Letters 


To the Editor 


‘Made in U. S. A.” 


Canyon, Tex.—We have read your edi- 
torials, published Nov. 10, on the buying 
of American goods. 

We certainly do appreciate these edi- 
torials very much and wish to compliment 
you on them. We have had several of our 
members ask us with reference to cam- 
paigns of this kind. We feel sure that 
they will be interested in these editorials. 

If you have them available, we will ap- 
preciate receiving 10 each of them. 


C. L. THompson, Secretary-Treasurer, 
Panhandle Hardware and 
Implement Association 





Retailers the Goats? 


Miptanp Park, N. J.—In reference to the 
campaign to encourage hardware jobbers 
and dealers to buy American-made goods: 
Let me say frankly, I think that you are not 
approaching the right class of people to 
tell this to. We would rather sell Ameri- 
can goods. It would be better for all of 
us if we sold less foreign goods and more 
of American-made goods. But think, the 
public of today does not have any money 
to spare, they insist on buying as cheaply 
as possible. We, as merchants, must cater 
to that need. All other merchants must 
cater to that need. The mail order house, 
the chain store, the large department stores, 
almost without exception, sell foreign-made 
goods, if they can be purchased and sold 
cheaper than American-made goods. Why 
should independent dealers be made the 
goat to try to accomplish the impossible 
job of making the public pay more, just be- 
cause it is American-made? Even now, the 
hardware stores as a class are accused by 
the public of being high priced, and to a 
certain extent it has been because we have 
been so loyal to American manufacturers 
in the midst of the flood of foreign merchan- 
dise. 

I do not have reference to Japanese 
lamps. They should not be stocked under 
any conditions, because the customer is be- 
ing cheated when he buys them. My refer- 
ence is to the increasing number of items, 
where quality is equal, and there are many 
of these items in our lines. On these items, 
we must stock that which we sell the cheap- 
est, John Public demands it. Our cus- 
tomer, who is a poultry farmer, can save, 
let us say, $1.00 by buying a 6-ft. roll of 
wire at the mail order house. It is foreign 
made. He looks out for his own pocket- 
book, and I do not blame him. Likewise, 
Mrs. Jones would buy “foreign-made” eggs, 
if she could save ten cents a dozen by 
doing so. Our entire economic system is 
built upon looking out for oneself. When 
customers insist on the lowest price con- 
sistent with quality, we must give it to 
them. We are not in business to force 
our pet ideas upon the public. We are in 
business to give them what they want and 
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to make a profit on the transaction. There 
are three possible solutions to this problem: 

1. The public must be educated to ask 
for and insist upon American-made 
goods; 

2. All merchandisers (I mean ALL) must 
agree to sell and compete against 
each other only on American-made 
goods; 

3. Raise the tariff still higher. 
ably to the sky.) 


(Prob- 


Jacosp BAKKER, 
Peter Bakker 





A Letter in Rhyme 

Newton, Mass.—The enclosed (rhyme) 
was suggested to me by an actual experi- 
ence a few weeks ago. If it would be of 
any use in your valuable publication, use 
it. Many clerks like myself find it worth 
while to read Harpware AGE regularly. 
The rhyme follows: 


You’ve come to me for a bit of advice, 
Because my years are more. 

You need not tell your story twice; 
I have heard it oft before. 


You claim that you are tired of your work, 
Would like to make a change; 

You are sick of doing the things that irk; 
In that there’s nothing strange. 


You think the firm don’t appreciate 
The amount of work you do. 

Have you analyzed yourself of late 
To prove that it was not you? 


Put yourself in the boss’ place, 
Try to get his point of view, 
Consider the problems he must face 
To keep things going true. 


Put your shoulders to the wheel 
And push with all your might. 

They are bound to see the way you feel, 
And things will be all right. 


After all, I think, you will find 
There is much more smoke than fire; 
The fellow, who can control his mind, 
Is the fellow that people admire. 


Frank G. WeEstwoop, 
The Hardware Philosopher 





PorTLanp, Ore.—The Harpware AcE 
Platform involving eleven points is without 
question of vital importance to the retail 
hardware dealer of today. Without a single 
exception each plank is entitled to careful 
consideration by the dealer in the conduct 
of his daily business. 

Our company has during recent years 
consistently and conscientiously endeavored 
to influence the hardware dealer in putting 
into practice the points brought out in this 
platform. 

H. L. Georce, Sales Manager, 
Marshall-Wells Company 
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complete 
story of every 
padlock—at 
your finger 


tis This 
Handy Guide 
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“PTHE handiest, most valuable counter- 
guide on padlocks ever published”. 
That’s what thousands of padlock 
dealers are saying about Master’s new 
32-page illustrated “Price List”, issued 
just recently. Check now to be sure 
you received your free copy. See that 
it was saved. Write us for extra copies 
when you need them. 


Gets New Business 


The Master “Price List” is a veritable 
storehouse of quick-reference informa- 
tion that can be turned into new busi- 
ness for you. Every padlock, bicycle 
lock, hasp, hasplock and key blank is 
illustrated and described in detail. As 
shown by the typical page above, greatly 
reduced, each ite and every obtainable 
variation are priced in plain type, both 
wholesale and retail—270 of these easy- 
to-find prices in all. You would never 
dream that any line of padlocks so 
thoroughly meets every ordinary and 
special requirement. 


MASTER LOCK CO. 


World’s Largest Exclusive Manufacturers 
of Padlocks 
Milwaukee, Wis., U. S. A. 


it’s Patented *’ 
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Wrought-Steel 
Heavily Galvanized 
Leak-Tight Under Pressure 


96 sizes 


for Garden, Hydrant, Grease, 
Paint, Air, Fire, Steam, Suction 
and Tank Hose 


Send for Folder, Samples and Discounts 


J. R. CLANCY, Inc. 


Syracuse New York 
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There’s a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales-producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 























A mountain lad from Kentucky joined 
the army, and without ever having seen 
an army rifle before hung up a new 
record for consecutive hits on the rifle 
range. He explained it to the Colonel 
this way: 

“Every mawnin’ for years pa’s been 
handing me the old muzzle-loader with 
a charge of powder and just one bullet. 
And he sez, “Here, boy, go git break- 
fast.’ So you see I ain’t used to mis- 
sin’ much.” 

A lot of us these days are learning 
how to hit the mark with the first shot. 
Eventually we'll be hanging up some 
new records.—De Laval Monthly. 


Mrs. Brown: “I saw Mary kissing 
the milkman this morning.” 

Mr. Brown: “Good heavens! Wast- 
ing time on him when we owe the 
grocer $20.” 


A merchant was persuaded to buy a 
parrot. It had travelled far and could 
jabber in several languages. He ordered 
it to be sent home. 

The same day his wife had ordered 
a chicken for dinner. On leaving the 
house she said to the cook, “Mary, 
there’s a fowl coming for dinner. Have 
it cooked for Mr. Richards when he gets 
home. 

Unfortunately, the parrot arrived first, 
and Mary followed instruetions. Din- 
ner was served. 

“What’s this?” exclaimed Mr. Rich- 
ards. 

Mary told him. 

“But, for goodness’ sake, Mary,” he 
said, “this is awful! That bird could 
speak three languages.” 

“Then why the dickens didn’t he say 
something?” asked Mary. 


Jones had driven his car into a ga- 
rage for a slight adjustment to the car- 
bureter. While he was waiting he 
seemed greatly interested watching one 
of the mechanics working on another 
car. In about 15 minutes the foreman 
stepped up to advise him that his car 
was ready. 

“I’ve been watching that mechanic 
over there,” he said to the foreman. 
“There’s a man who knows his busi- 
ness. He didn’t spill a drop of oil on 





Compiled by 


Justin PHuNN 


the ground. He put down the hood 
gently, fastened it securely and left no 
finger prints on it. He wiped his hands 
on clean waste before opening the door, 
spread a clean cloth over the upholstery, 
meshed his gears noiselessly and then 
drove slowly into the street. That’s 
my idea of a conscientious worker.” 

“Yeah, that’s his own car,” replied 
the foreman as he walked away. 

An Episcopal rector while spending 
his vacation roughing it in the moun- 
tains of North Georgia, became some- 
what lonesome for some of his own 
religious faith, and sighting a cabin in 
the distance, approached it and in- 
quired of the woman at home if she 
knew of. any Episcopalians in the 
vicinity. She replied, “Wal, mister, I 
couldn’t tell you, for John does all the 
trappin’ of varmints about here, but you 
can go back to the stable where he nails 
up their hides and see what you can 
find.” 


A married man is defined as an in- 
dividual who has two hands with which 
to drive the car. 

Mother: Where do bad little girls 
go? 

Betty: Most everywhere. 

By resorting*to threats the new rent- 
collector succeeded in making McAngus 
pay up. 

The collector lost his way in the 
town—an East of Scotland seaport— 
and, chancing to meet McAngus in the 
street, asked to be directed to the near- 
est road home. 

“Gang due east,” said McAngus. 

“How far?” came the query. 

“Till yer hat floats!” 

An Englishman on a visit to the West 
decided to go horseback riding. The 
hostler who was to attend him asked: 
“Do you prefer an English saddle or 
a western?” 

“What's the difference?” he asked. 

“The western saddle has a horn,” re- 
plied the attendant. 

“TJ don’t think I’ll need the horn,” 
replied the Englishman, “I don’t intend 
to ride in heavy traffic.” 
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SHERMAN 


Portable Spray Heads 








Create Many Extra Sales 
Of Both Lawn Hose and Fittings 


Sherman Portable Spray Heads are easily con- 
nected with hose in series. They create a port- 
able lawn sprinkling system, thoroughly efficient, 
yet LOW in price. Give a mist-like spray—cover 
a wide area—will not damage finest lawns or 
tenderest plants. 


Made of SOLID BRASS, thoroughly nickeled. 
Require no adjusting—will not tip over—and con- 
serve water volume on normal pressure. Profit- 
able sellers, because most customers need EX- 
TRA Coupling Equipment to divide old hose— 
others require NEW HOSE to extend system. 
Most users buy a carton of 4 Spray Heads with 2 
Caps. You sell additional equipment at a GOOD 


PROFIT. 
Nationally Advertised 


This is by far the most profitable of all 
makes to carry, because national acceptance 
has been secured by the most extensive and 
elaborate sales and advertising campaign 
ever applied to such an article. 





This attractive counter (Pat. Applied for) 
display card in several Made only for 
colors is FREE to dealers. % ‘- hose thread 


Sold through Jobbers 


el H. B. SHERMAN MFG. CO. 
5 SS] ow sOBATTLE creek MICHIGAN 
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Size of Butt — 3 44 x 334 In. 


th lovely homes 


where details mean so much 
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are found--because they com- 
bine sturdy, practical quality 
with precise uniformity and 


superior finish. 


( SRIFFIN 


ujfacturing (Company 


ERIE, PENNSYLVANIA 








Branch Offices:- 


NEW YORK: 45 Warren Sr. BOSTON: 113 PurcHase Sy; 
CHICAGO: 162 N. CLINTON St. SAN FRANCISCO: 703 Marker St. 
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A REGULAR FEATURE 
OF HARDWARE AGE 








How’s ae Hardware Business? 


Mr. James interprets for 
hardware men, such basic 
factors as, crop outlook, 
freight car loadings, circu- 
lation of money, building 
progress, employment, etc., 
He also deals with specific 
price trends, demand for 
merchandise, shortages 
and future outlook as re- 
flected by his study of the 
national hardware market 
situation. 











December 20, 1932. 


ERE it not for Christmas buy- 
W ing and a fair demand for 
seasonable staples, the hard- 
ware trade, like most others, would re- 
port very scant December activity. 
Comments are general that holiday sales 
are satisfying in unit totals—not at all 
disappointing—and there is some new 
trend toward the buying of fancy and 
novelty gifts, as well as those primarily 
useful. From shoppers everywhere is 
heard pleased comment as to prevail- 
ing low prices and attractive values. 
Retail stores find sales are made faster, 
and with less hesitation and price de- 
bate, than last year. Store traffic, how- 
ever, is heaviest around the cheaper toy 
or gift tables and in the bargain base- 
ments, while the higher value units 
tempt only an occasional buyer. 
Naturally, the profit returns on this 
year’s holiday business will be scant for 
the average store, and dollar totals will 
not at all match up with the item in- 
creases over 1931. But the bustle of 
activity, the extra—if temporary—em- 
ployment, and the “holiday feel” are 
almost universally better than a year 
ago, and all these are valuable aids to 
public morale. 


Some Shortages Develop 


Widespread snow and ice, with ex- 
treme winter temperatures, have 
brought a late and concentrated de- 
mand for cold-weather needs, and for 
sleds, skates and skis, which has re- 
vealed the scantiness of dealer stock 
reserves. Each cold snap brings a ring- 
ing of phones or a rush of telegrams 
for emergency supplies, and not always 
does even the wholesaler’s conservative 
stock stand the drain. Possibly there 
is not a merchant, large or small, who 
could not add each month a safe and 
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profitable percentage to his sales—by 
the simple expedient of complete mod- 
erate stocks of his known seasonable 
and staple requirements. 


Department Store Sales 


Based upon 100 as the normal times 
(1923-1925) average—the Federal Re- 
serve report of the value of retail de- 
partment store sales for November stood 
at 64 per cent, compared to 71 per cent 
in October and 70 per cent in Septem- 
ber. While this November’s dollar to- 
tals are about 20 per cent off from 
a year ago, it is well known that cur- 
rent low prices account for most, if not 
all, of such a percentage. 


Chain Store Sales Trends 


The relatively favorable maintenance 
of consumer buying is further shown 
by the November sales reports of some 
of the larger chain and mail-order 
groups. Sales of Sears, Roebuck & Co. 
for the four weeks ended December 3 
totaled $22,609,105—only 4.4 per cent 
under the October period. Compared 
with a year ago the decrease was 15.7 
per cent, or considerably less than the 
19.6 per cent average drop to date, this 
year from last. 

Montgomery Ward sales of $16,551,- 
568 in November made almost as good 
a comparative showing with a year ago 
as did the October statement, which was 
the best for any month this year. No- 
vember volume was 10.6 per cent under 
1931 compared with an average drop 
during the first 11 months of 19.5 per 
cent. 

November sales of F. W. Woolworth 
Co. came within 8.1 per cent of equal- 
ing the 1931 level, while in October the 
decrease from a year ago was 14 per 
cent. W. T. Grant Co. November sales 
made a decrease of only 2.3 per cent 
from 1931. October sales were 6.3 per 
cent under last year. Such records are 
considered most stimulating news for 
the thousands of smaller retailers of 
similar necessary and popular - priced 
merchandise. 


Major Industries’ Outlook 


The heavy industries look a bit 
brighter than they have for some weeks, 
according to Bradstreet’s latest survey. 


The daily rate of pig iron production 
in November was 21,042.tons, compared 
to 20,800 tons in October. The rate of 
steel operations during the December 3 
week moved up from 15 to 17 per cent 
of capacity. Automobile output in- 
creased from 10,795 units to 11,158 and 
a great many men are being recalled 
to at least temporary work in all the 
leading motor and accessory plants. 
Heavy construction projects totaled 
$28,694,000 as compared to $19,327,000 
for the previous week. Recent con- 
struction, railroad and banking news 
from the Far West has shown especial 
improvement. 

Bituminous coal production is almost 
at the same level as a year ago. New 
financing is up from $10,054,000 to 
$29,086,000. Carloadings, after tke 
usual drop during Thanksgiving week, 
came back strongly during the week 
ended December 3 with an 11 per cent. 
rise to 547,461 cars, but still about 14 
per cent below the same 1931 week. 
With merchandise and other industrial 
freight supplying more than half of last 
week’s increase, financial circles were 
inclined to interpret some improve- 
ment in general business. 

Without doubt, as Bradstreet states, 
“business attention is concentrated upon 
the Washington stage,” and the resump- 
tion of substantial progress seems now 
definitely postponed until spring. The 
war-debt discussions are unsettling, and 
so is the knowledge that much more vig- 
orous treatment will be required of the 
nation’s budget deficiencies than now 
seems to be the intention of our cur- 
rent Congress. 


Far Western Improvement 


Mention has been made of favorable 
news-notes from the Pacific Coast states. 
Some of the details are that actual con- 
struction has started on the $35,000,000 
Golden Gate bridge, to span San Fran- 
cisco Bay—that general improvement is 
recorded in banking conditions for the 
western (twelfth) Federal Reserve Dis- 
trict, and that retail merchants in the 
principal western cities report a brisk 
Christmas business, according to the 
Bank of America weekly review. 

The Southern Pacific and Western 
Pacific Railroads report increase in op- 
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There’s a 
reason why 
ALLITH 
“40-90” is 
becoming more and more popular. 

Dealers like it because it suits every 
installation. Consequently, cuts A| LITH 
down inventories. Consumers like ,, ~ 
it because it provides everything a 40-90 
garage door should have and the 

price is so attractive that they can’t 

say—‘I’ll wait until some other 

time to buy.” 


ALLITH “40-90” is trouble-free, 
weather-proof. | or 2 car garage 
with or without center pier. 
Makes three part sliding-folding 
doors into one-piece unit. Just 7” 
head room required. No spe- 
cial frame for opening necessary. 
Opens or closes from inside or out- 
side. Standard door sections read- 
ily used. Everything except the 
doors is included, even cylinder 
lock and weather-strip. Easily and 
economically installed. 


ALLITH “40-90” opens up new 
ways to profits—we’ll send all facts 
upon request. 


ALLITH-PROUTY Company 


DANVILLE, ILLINOIS 
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Every Home 
In Your Town 
Is a Prospect for 








CASTERS 


These casters sell fast in every com- 
munity. The ball bearing feature 
protects rugs, carpets and floors. 
“ACMES” roll easily, smoothly and 


quietly in any direction. 


Show Your Customers 


Keep an “ACME” caster 
handy. Roll it on the 
counter, or on the 
palm of your hand. A 
demonstration will sell . 
one or more sets. Stock 
“ACMES”, demonstrate 
“ACMES” and add to 
your profits. Let us 


send you a sample and 
prices. 











THE SCHATZ 
MANUFACTURING CO. 
POUGHKEEPSIE NEW YORK 











erating revenue, and the Northern Pa- 
cific an increase in freight movements. 
Los Angeles reports activity in ties and 
oil production and mentions that the 
great motion pictures industry is again 
near normal. New business reported by 
members of the West Coast Lumber- 
men’s Association for the week ended 
November 26 was 17.19 per cent over 
production, and shipments 6.2 over pro- 
duction. Along with this comes the re- 
port from a land company, operating in 
California, Oregon and Washington, 
that it has sold 220 pieces of farm land 
since January 1 for a total price of $1,- 
150,000. Through much of the West, 
farm prices of sheep, lambs, butterfat, 
eggs and chickens show recent improve- 
ment. 


Industrial Bright Spots 

As a result of an improvement in the 
volume of incoming business, the Ash- 
tabula, Ohio, plant of the American 
Fork & Hoe Co. has stepped up produc- 
tion and employment schedules to the 
heaviest basis since early last spring. 
Prospects that the increased labor forces 
can be maintained throughout tke next 
four months are considered favorable. 
All departments of the plant will oper- 
ate four days a week on an eight-hour 
basis—while during the past six months 
operations were at only three days a 
week. 

A recent news note from York, Pa., 
reveals that a return to the use of 
horses by farmers in the West has re- 
sulted in the receipt of good orders by 
the American Chain Co. for metal prod- 
ucts used in the manufacture of har- 
ness and saddlery equipment. Business 
also in the regular chain lines manufac- 
tured at the York plant is said to have 
recorded a healthy increase during the 
past two months. 


Commodity Index at New Low 

A new post-war low of 87.0 was 
established by tke Annalist weekly in- 
dex of wholesale commodity prices on 
December 6, with a decline of 0.8 from 
the previous week’s 87.8. Moody’s daily 
index still shows values a shade above 
the “low” of early June. Although 
losses were numerous, the most recent 
drop was chiefly due to lower prices for 
cotton and gasoline, a 54 year low 
mark in hog prices, and to seasonal de- 
clines in steers, butter and eggs. Cop- 
per also has reacted to the all-time low 
mark. Most grains, on the other hand, 
stowed strength. 

Crop reports hold some hope for com- 
modity prices. Crop prospects abroad 
are less favorable, which may eventually 
help our exports. America’s own grain 
crop conditions in the Southwest are 
very poor. Moisture deficiency con- 
tinues to increase, and germination and 
growth of winter wheat are seriously 
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subnormal. Acreage for the 1933 har- 
vest is estimated at 6.3 per cent below 
that of the preceding year. 

As a matter of fact, the condition of 
the crop on December 1 was only 74.6 
per cent of normal, the lowest ever re- 
ported for this dat@ and compares with 
a condition of 79.4 per cent for the 
last year and a ten-year average of 
83.3 per cent. A reduction in our next 
wheat crop of 33 million bushels is quite 
likely. 

The American farmer in November 
sold his products for slightly more than 
he did five months ago, but for about half 
the price he received before the World 
War, according to farm price tables re- 
cently published by the agricultural 
department. However, the farmer paid 
6 per cent more for merchandise he 
has to buy than he did in 1914. The 
farm price index on November 15 stood 
at 54 per cent—Il7 per cent below the 
index of November 15 last year and 
4 per cent below October 15, 1932. It 
was 2 per cent higher, however, than on 
June 15. 


Banking and Credit News 


Bank clearings at 47 leading cities re- 
ported by Bradstreet showed substan- 
tial improvement for the week ending 
December 7, 34.6 per cent higher than 
in the preceding week and only 8.2 per 
cent below the corresponding 1931 pe- 
riod. A small part of this gain can be 
attributed to a revival of speculative 
activity in New York, and part to tke 
Thanksgiving holiday in the preceding 
week, but a net improvement of 6 per 
cent still remains. 

Business failures in the United States 
during November numbered 2073, and 
were below those for any month since 
September, 1931. November and Octo- 
ber also were the first months, for some 
time past, in which there were fewer 
business defaults than in the correspond- 
ing periods of last year. The American 
Banker reported bank failures for the 
week ended December 3 numbered 30, 
compared with 10 suspensions a week 
previous and 30 a year previous. Five 
newly chartered banks began business. 
Only 80 suspensions took place in No- 
vember, compared with 169 in the same 
month last year. 

Study of the October report of the 
Reconstruction Finance Corporation re- 
veals a number of interesting things, 
chief of which was the fact that repay- 
ments by banks and trust companies 
during the month were about 80 per 
cent more than the month’s loan authoi- 
izations to financial institutions. The 
upward trend in repayments is a fair 
measure of the steady improvement in 
the general banking picture. 

Announcement was made December 
1 of completely revised and reduced list 


prices on carriage and machine bolts, 
14 x 6 in., shorter and smaller. This 
smaller range has been the target of 
much special discounting of the old 
lists by short-line makers who do not 
produce large bolts. The new schedule 
is expected to support a single firm 
discount on all cut-thread bolts. Rolled- 
thread bolts now have a separate and 
lower list, peculiarly their own, and 
take now the same uniform discount as 
the cut thread. 

New stove bolt discount sheets from 
all makers reveal an advance from 7714 
per cent to 75 per cent initial discount. 
This change will probably reach its full 
effect after January 1, on the expiration 
of jobbers’ present quarter contracts. 

Escutcheon pin prices are quoted on 
a manufacturers’ newly advanced sched- 
ule, with revised extras for small pack- 
aging. The advance ranges from 10 
to 20 per cent above previous competi- 
tive offers. 

While no considerable changes are 
expected in first quarter prices on wire 
and nails, an advance of 15 cents per 
100 lb. is scheduled on fence staples. 
Galvanized sheet steel remains un- 
changed, but black (hot-rolled an- 
nealed) is marked up 10 cents per 100 
lb. Competitive conditions in some job- 
bing centers have resulted in actually 
reduced jobbers’ resale schedules, and, 
in general, these staple steel lines are 
“soft” when larger than usual tonnages 
are involved. European import compe- 
tition remains troublesome at seaboard 
points—reaching even to Cleveland and 
Chicago—but is somewhat curbed for 
the present by the large anti-dumping 
bonds which are exacted from import 
buyers. 

Common rim locksets have been re- 
duced in price 50 cents per dozen. 
Parker-Kalon sheet metal screws, of the 
common Type A, are marked down 
about 33 1/3 per cent for users of 
10 gross and over—but small lot prices 
remain unchanged. Wood screw prices 
were steadied somewkat by the sharp 
October decline, but are still influenced 
in some markets by the very low pre- 
vailing quotations on European-made 
screws. 

Orders for denatured alcohol were 
brought to heavy volume during the re- 
cent cold wave. Prices are holding 
firmer than usual, and few, if any, con- 
cessions are being granted even in the 
larger transactions. 

There are expectations of early ad- 
vances on several items of wiring de- 
vices such as switch and outlet boxes, 
switches and receptacles. In holiday 
selling of household electric utilities, 
the moderate-priced items alone are get- 
ting. the real call. Electric mixers and 
sandwich toasters are leading sellers 
among the newer appliances. 
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DINON'S 


MAINTENANCE FLOOR 
PAINTS 
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Dixon’s Maintenance Floor Paints are “all-purpose” in char- 
acter—will effectually assist the dealer in reducing stock and 
cutting investment in shelf goods. 


Made in 8 Cojors—Dry in 6 to 8 hours 


Write for Special Deal No. 40 BF 
and Color Cards 


Paint Sales Division 
JOSEPH DIXON 
CRUCIBLE COMPANY 


Jersey City dG New Jersey 
ee Nm te 
Established 1827 








MACHINE SCREWS CORAM 


Wood, Drive, Coach, Machine, Set, Cap, Thumb SCREWS—Special Automatic Screw 
Machine Products—Stove, Tire, Sink BOLTS—Machine Screw, Stove and Tire Bolt, 
U. S. S., S. A. E. Castellated, S. A. E. Plain NUTS—Jack, Plumbers’, Register, Safety, 
Furnace, Ladder, Sash CHAINS—Escutcheon Pins—Speedometers—Tachometers. 


THE CORBIN SCREW 
CORPORATION 


THE AMERICAN HARDWARE 
CORPORATION, SUCCESSOR 


NEW BRITAIN, CONN. 


Warehouses: ~* 


New York Chicago 
Philadelphia 
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Waffle Iron and Heater 


Radiant electric chrome re- 
flector heater with cord and plug 
cap attached, has 10 inch chro- 
mium plated Colonial panelled 
reflector bowl and wire guard. 


Stands 14 inches. Nichrome 
guaranteed heating element, 
which is replaceable. A. C. or 


D. C., 105 to 120 volts, 645 
watts. Finished in two-tone 
black and orange. Model Z-61, 
list $1.60. Colonial panelled elec- 
tric waffle iron, model AF-43, list 
$4.10, has baking indicator and 
polished chromium finish. Meas- 
ures 9% in. wide at base, with 
7% in. top. Stands approximate- 
ly 4 in. high, 105-120 volts A.C. 
or D. C., 600 watts. Standard 
length cord set with bakelite ap- 
pliance and pull plugs. Model 
AF-43. Chicago Electric Mfg. 
Co., 2801 S. Halsted St., Chicago, 
ll. 





Gibbs “Snappin” Game 
and “Popper” Gun 

“Snappin” is a miniature of 
games now popular in hotel lob- 
bies and other places where peo- 
ple congregate. Of wood and 
metal, measures 8 inches over 
all, packed in individual cello- 
phane window-carton. “Popper” 
gun shoots by air compression, 
making a loud “bang.” Uses 
soft pellets of any solid vege- 
table for ammunition. Said to 
shoot a pellet 30 to 50 feet. Of 
wood and metal, packed in col- 
ored display carton. The Gibbs 
Mfg. Co., Canton, Ohio. 








Stanley Vise 
Listing at $1.00 


For home owners and car own- 
ers. Of sturdy construction and 
attractive appearance. Jaws, 244” 
wide, open to 2%”. Pockets 
provided for pipe jaws to hold 
round work. Easily turning ma- 
chine cut feed screw and two 
steel supporting rods give great 
strength and rigidity. May be 
clamped onto board or bench up 
to 2%” thick or permanently 
bolted. Red enameled body, steel 
parts nickel plated, polished 
jaws. Vise pipe jaws for holding 
round work to fit vise No. 709 
list at 25c per pair. The Stanley 


Rule & Level Plant, New Bri- 
tain, Conn. 


Magic-Key 
Maciine 


Hand or electric power. Makes 
duplicate and code keys, in less 
than one half a minute, says the 
maker. Portable, weight 6 lbs. 
Built in bottom vise for attach- 
ment to table, chair, etc. Equip- 
ment includes five sets of guide 
keys for making old and new 
Ford keys, Miller and Crown 
automobile keys, Briggs & Strat- 
ton auto lock keys, Yale 997-X, 
Yale Jr. keys and keys for auto- 
mobiles, transmissions, steering 
wheel, switch ignition, tire locks, 
filing cabinets, automatons, etc. 
Carbon steel 2%” cutting file 
disc. Depth control gages for 
insuring accuracy. Ten year 
guarantee. Suggested retail sell- 
ing price, $18.50. Dealer cost, 
$12.50. Codebook contains com- 
plete indexes on automobiles; by 
car and serial numbers. Without 
machine, list price, codebook, 
$3.50. With machine, code book 
list, $2.50. Modern Supply Co., 
Perry Payne Bldg., Cleveland, 
Ohio. 





“Red Tag” Wire Screen Cloth Window Display 


Shows a house full of people 
being tormented by flies and 
mosquitoes. A flash of light 
eauses the pests to be screened 
out and the people to change 
from positions of discomfort to 
ones of comfort. Display is a 
double action “inside view” of 
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home life. Measures 32 by 32 
inches, large enough for entire 
window. May be easily used to 
draw attention to other season- 
able merchandise. Lithographed 
in ten bright, harmonizing colors. 
Flasher cord and socket furn- 
ished. Low operation costs—a 


SCREEN““\ 





Fishing 
Tackle Box 


Has dividing lid which locks to 
compartment side of box. Six 
tackle compartments, one reel 
compartment. _ Interchangeable 
partitions. Combination key and 
spring button lock. Heavy Bes- 
semer steel, 11% in. long, 5% 
in. wide, 2% in. high. No. 126, 
black enamel finish. No. S.G. 
126, shaded green outside, black 
inside. No. G-126, green out- 
side, copper finish inside. Packed 
in individual carton, weight 30 
lbs. to the dozen. Suggested re- 
tail selling price, 85c. Dealer 


cost, $7.00 per dozen. Also made 
as cash box, without hole for reel. 
Patent Novelty Co., Fulton, Ill. 





few cents a week even when run 
twenty-four hours a day says the 
maker, Two separate side cards 
come with wire screen samples 
attached. Displays packed in cor- 
rugated container. Cyclone Fence 
Co., Waukegan, III. 
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_— Keep Stocked On Union Hardware Skates 


Union Hardware Ice Skates are always 
popular sellers during the holiday season 
and many dealers find their stocks consider- 
ably lowered immediately after. 














May we suggest the advisability of checking 
up on both patterns and sizes right after the 
holidays and thus 9 gon 


Be Prepared For Skaters . . . 


who buy their skates from time to time as weather conditions 
and skating warrant. 





Your Jobber will be pleased to fill your orders promptly. 
Practically all Jobbers carry the Union Hardware line, because 
/ these skates are well known, have established a 
good reputation for quality and are in wide de- 
mand. No better skates are sold at the same 
reasonable prices. 











Pathfinder No. A2L Hockey Established 1854 TR, 
a 


For Ladies and Girls JE Bae 
CONDENSED C4 
TORRINGTON, CONN. fe easy 
New York Office 151 Chambers St. by “== 


Reg. U. S. Pat. Off. 





The Hardware Store 
Is the Hunter’s Arsenal 


Will He Find YOUR 
Products There? 


Guns, ammunition, hunting knives, hunter’s 
clothing and all the incidentals that appeal to 
the hunter are sold by hardware dealers through- 
out the country. These dealers keep in touch 
with the manufacturers by reading the advertis- 
ing addressed to them in their business paper— 
HARDWARE AGE. 


Tell the hardware dealer about your product in 
the same manner and put yourself on an equal 
footing with your competitors. 
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Western Clock Lines 

In New Packages 
Illustrated here are the new 

packages for Big Ben and Baby 

Ben clocks and Pocket Ben 


watches made by Western Clock 
Co., La Salle, Ill. 








Mansfield Super 
Cushion Balloon 

Has increased size pavement 
grip, increased air space and 
runs at lower pressure, says the 
maker. The maker states that 
this tire will “fold over” pave- 

















ment obstructions, and recom- 
mends concentration on 1929, 
1930, 1931 and 1932 Ford and 
Chevrolet owners. Special size 
wheels needed. Available in 
colors in disk, wire and steel ar- 
tillery type wheels. The Mans- 
field Tire & Rubber Co., Mans- 
field, Ohio. 
Pflueger Fishhooks 
Now in 5c Packages 
Small and medium sizes are 
packed ten hooks to a barrel, 
large size hooks five to a barrel. 
Suggested retail selling price all 





Attractive 
showing hooks, 
free upon request. 
New plan simplifies stock keep- 
ing and selling. The Enterprise 
Mfg. Co., Akron, Ohio. 


sizes 5c per barrel. 
sample cards 
sizes, etc. 
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Electric Coffee Percolator Urn Set 


No. 70-287C, chromium plated, 
four piece, with ebony or green 
bakelite handles. Cold water 
pump, Chromolax element, six 
feet of silk cord and plug made 





of solid copper base. Nine-cup 
capacity. Urn height, 12 inches. 
Sugar bowl and creamer chrome 
lined. Tray, 12% by 18% in. 
Lehman Bros. Silverware Corp., 
197 Grand St., New York City. 


Nestor Johnson Ice Skate Display Stands 


One unit combines skate 
holder and card support. Skate 
may be easily removed, inspected 
and replaced by customer. Card 
should carry name or grade of 
skate and selling price. If used 
in departments other than where 
skates are sold, card should di- 
rect customer to proper depart- 
ment. Wire holders are also of- 
fered, for placing skate at an 
angle. Runner goes into the slots 
or shoe can be inverted over the 
wire. A sign may be placed 
around wire holder. May be 
used individually or in groups. 
Another Johnson display, pri- 
marily for counter use, may also 
be used in the window. On the 





JOHNSONS ‘ 


1695s 


SKATE DEPT. 
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counter it permits customers to 
examine skates offered. Skate 
holders are placed on’ a board, 
on a line 4% in. apart, with toe 
or front of skate toward custom- 
ers. The three types are illus- 
trated. A fourth display, in 
colors, is 14% in. wide by 6 in. 
high with front in three colors— 
red, white and blue. Movable 
chromium-plated skate holders 
allowing various positions of 
skates. One to four skates can 
be displayed -— hockey or racer 
type. Display stands available 
at a nominal cost. Nestor John- 
son Mfg. Co., 1900 N. Spring- 
field avenue, Chicago, IIl. 
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Bernard No. 9 
Carryawl 


Portable, practical and com- 
plete metal punching outfit for 
all classes of sheet metal work. 
Comprises: strong wooden box, 
with powerful 9 in. tool having 
concentrated compound leverage; 
set of three pairs standard size 
dies (%4 in., 3/16 in., % in.), 





which may be easily interchanged 
and a combination screw driver 


wrench,for changing dies. List, 
$3.85 complete. Unit dimensions, 
9% in. by 3% in. by 1% in. Unit 
gross weight, 3 lbs.; unit net 
weight, 2% lbs. Extra dies in 
three standard sizes, list $6.00 
dozen pair. Special sizes, 7/32 
in., 5/32 in., 3/32 in. and 1/16 
in., list $9.00 dozen pair. The 
Wm. Schollhorn Co., New Haven, 


Conn. 





Hammond’s Pest Kit 


For killing insects and con- 
trolling fungus includes: 1 Jb. 
Slug Shot, list 25c, for controll- 
ing insects that live by chewing 
and eating fibrous matter; 1 Jb. 
Grape and Rose Dust, for pre- 
vention of and combating fun- 
gus, list 40c; 1 can Thrip Juice 
for controlling insects that live 
by sucking plant juices; 1 spray- 
er, list 25c, and copy of the book- 
let, “Garden Enemies.” Retail 
value of kit, $1.25. Suggested 
retail selling price, 95c. Packed 
six to corrugated case. Dealer 
cost of kit, 57c. Kit attractively 
printed in colors. Hammond 
Paint & Chemical Co., Inc., Bea- 
con, N. Y. 
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THE NAME MYERS ON A PUMP 
‘SAFEGUARDS ITS QUALITY 








































Prices may be low. Terms may be inviting. 
Promises may be tempting. But the fact still 
remains that the fortress guarding sound busi- 
ness policies, sales and profits is QUALITY. 


That is the reason the name MYERS on a 
pump or water system is important. For over 
sixty years it has steadfastly guaranteed orig- 
inality, progressiveness and reliability in the 
development, production and distribution of 
pumping equipment. 

Today, as ever, this name carries selling power 
and prestige. It distinguishes a quality line of 
pumps and water systems that in prosperous as 
well as in lean periods consistently makes 
money for dealers. 

A copy of the new Myers Catalog will be 
mailed promptly, or, if you wish, one of our 
representatives will see you. 


THE F. E. MYERS & BRO. CO. 


ASHLAND, OHIO 
PUMPS, WATER SYSTEMS, HAY TOOLS, DOOR HANGERS 
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Throw of 
Bolt 
34 Inch 






Illustration 
Actual 
Size 





No. 03230 


RIM DRAWER LOCK 


Now is a time when it pays to give attention to 
small, profitable items like this fine Eagle Rim 
Drawer Lock, No. 03230. 


The extra long Bolt with 34 inch throw guar- 
antees unusual security. The lock is made of 
SOLID BRASS with genuine Pin Tumbler 
lock work. Size, 154 in. x 144 in. Furnished 
with suitable strike of brass and two milled 
German silver keys. Key changes practically 
unlimited. 


eacte {3 ice CO. 


26 Warren Street -- New York, 


Branch Offices: 
521Commerce St.  177179N.FronklinSt, 114 Bedford St 
Philadelphia, Pa. ma Chicago, ll. Boston, Mass 
Works at Terryville, Conn, 
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Coffee Mills are 
Gaining in Popularity 
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Coffee Mills are gaining in 
popularity for two reasons— 
economy and better coffee. 
Economy — because of the 
saving in quantity necessary 
to perfect coffee due to its 
freshness and original 
strength. Better Coffee— 
because fresh coffee, ground 
as needed, is vastly superior 
in flavor and aroma to the 
factory-ground variety. 


Arcade “Crystal” Coffee 
Mills are unequalled for 
service and value. Tested 
and approved by Good 
Housekeeping Institute. 
Colors: Black, Green, Blue, 
White, Red and Yellow. Rea- 
sonably priced. Display 
them—and they'll sell. Write 
for catalog No. 102. Order 
from your jobber. 


ARCADE MANUFACTURING CO., FREEPORT, ILL. 


ARCADE 


HARDWARE 
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Hardware 


Cloth 


Made from 
Copper Bearing 
Steel 


Smooth,round,stand- 
ard size wire, woven 
evenly and heavily 
galvanized. You can 
sell Superior Brand 
Hardware Cloth 
with the assurance 
that every roll is 
made from standard 
size wire. 

Free from bags or 
bulges. Straight sel- 
vage. _ y gal- 
van 


At Your Jobber 


G. F. Wright 
‘Steel & Wire Co. 


Worcester, 
Mass. 








Convention Calendar 
Week of Jan. 8, 1933 


NatTionaL House FurnisHinc MANUFACTURERS ASSOCIA- 
TION, sixth annual exhibit, Stevens Hotel, Chicago, IIl., Jan. 
8 to 14, 1933. Warren Edwards, secretary, 228 N. La Salle 
St., Chicago, IIL 


Week of Jan. 15, 1933 


Kentucky Harpware & ImpLement AssociATION Con- 
VENTION AND ExuIsITION, Seelbach Hotel, Louisville, Jan. 17, 
18, 19, 1933. J. M. Stone, secretary-treasurer, Room 9, Seel- 
bach Hotel, Louisville, Ky. 

NortH Daxota Retar. HARDWARE ASSOCIATION AND 
NortH Daxota Imptement Deaters’ Association Joint 
CONVENTION AND Exursition, Municipal Auditorium, Fargo, 
N. D., Jan. 17, 18, 19, 1933. Implement Assn., secretary, R. 
A. Lathrop, Hope, N. D. Hardware Assn., secretary, C. N. 
Barnes, Grand Forks, N. D. 

West Vircinia Harpware Association Convention, Hunt- 
ington, W. Va., Jan. 17, 18, 1933. Headquarters, Frederick 
Hotel. H. B. Clower, secretary, Box 127, Oak Hill, W. Va. 

Western Reta. ImpLEMENT AND HARDWARE ASSOCIATION 
44TH CoNVENTION AND HarpwarE SuHow, Kansas City, Mo., 
Jan. 17, 18, 19, 1933. Headquarters, Hotel Baltimore. Ses- 
sions, Ararat Temple. Hardware Show, Convention Hall. 
Hardware Show secretary, Louis K. Shouse, Kansas City, 
Mo. Association secretary, Herbert J. Hodge, Abilene, Kan. 

MounrTAIN STATES HARDWARE AND IMPLEMENT ASSOCIATION 
ConvENTION, Cosmopolitan Hotel, Denver, Colo., Jan. 16, 17, 
18, 1933. John T. Bartlett, secrétary, Boulder Colo. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION CONVEN- 
TION AND Exuisit, Baker Hotel, Dallas, Texas, Jan. 17, 18, 
19, 1933. Dan Scoates, secretary, College Station, Texas. 


Week of Jan. 22, 1933 


Minnesota Retat. HarpwarRE CONVENTION AND EXHIBI- 
TION, Municipal Auditorium, Minneapolis, Minn., Jan. 24, 
25, 26, 1933. C. J. Christopher, manager-treasurer, Nicollet 
at 24th St., Minneapolis, Minn. 

OxuaHoMA HarpWwaRE AND IMPLEMENT ASSOCIATION Con- 
VENTION AND EXuHisiTion, Shrine Temple, Oklahoma City, 
Okla., Jan. 24, 25, 26, 1933. Chas. F. Nelson, secretary, 301 
Key Bldg., Oklahoma City, Okla. 

InpIANA Retamw Harpware AssociATION CONVENTION AND 
Exuibition, Claypool Hotel, Indianapolis, Ind., Jan. 24, 25, 
26, 27, 1933. G. F. Sheely, managing director, 911 Meyer- 
Kiser Bank Bldg., Indianapolis, Ind. 


Week of Jan. 29, 1933 

NeprasKA Retam Harpware ASSOCIATION CONVENTION 
anp Exuisition, Lincoln, Jan. 31, Feb. 1, 2, 3, 1933. Sessions 
and Exhibition will be held in thé Cornhusker Hotel. George 
H. Dietz, secretary, 414-419 Little Bldg., Lincoln, Neb. 

Inuinois Retaw. HarpwareE ASSOCIATION 36TH COoNVEN- 
TION AND Exuisit, the Arsenal, Springfield, Jan. 31, Feb. 1, 
2, 3, 1933. Paul M. Mulliken, managing director, 1141 Mer- 
chandise Mart, Chicago, III. 

Soutn Dakota Retam Harpware AssociaATION CONVEN- 
TION, Coliseum, Sioux Falls, S. D., Jan. 31, Feb. 1, 2, 1933. 
C. J. Christopher, manager-treasurer, Nicollet at 24th St., 
Minneapolis, Minn. 


Week of Feb. 5, 1933 


New York State Retarw. Harpware Association 31st 
ANNUAL CONVENTION AND EXxuisiTIon, Syracuse, Feb. 7, 8, 
9, 10, 1933. Sessions and Exhibition will be held in the 
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Hotel Syracuse. John B. Foley, secretary-manager, 510 Hills 
Bldg., Syracuse, N. Y. 


Wisconsin Retam. Harpware Association CONVENTION 
anp Exuisit, Auditorium, Milwaukee, Wis., Feb. 7, 8, 9, 10, 
1933. George W. Kornely, exhibit manager 3374 Green Bay 
Ave. Milwaukee., Wis. J. E. Garaghan, secretary, Stevens 
Point, Wis. 


Week of Feb. 12, 1933 


Iowa Reta. Harpware Association 35TH Jusitee Con- 
VENTION AND HarDwWARE SHow, Des Moines, Feb. 14, 15, 16, 
17, 1933. Merchandise exhibit will be held in the Coliseum 
and all sessions in the Venetian Ballroom of the Hotel 
Savery. Philip R. Jacobson, secretary, Mason City. 


Micuican Reta. HarpwAareE ASSOCIATION CONVENTION AND 
SHow, Civic Auditorium, Grand Rapids, Feb. 14, 15, 16, 17, 
1933. Harold W. Bervig, secretary and manager of Exhibits, 
1112 Capital Bank Tower, Lansing, Mich. 


PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE Asso- 
CIATION, INc., 32ND CONVENTION AND EXHIBITION, Baltimore, 
Md., Feb. 13, 14, 15, 16, 17, 1933. Sessions: Lord Baltimore 
Hotel. Exhibit: Fifth Regiment Armory. W. Glenn Pearce, 
managing director, 610 Wesley Bldg., 17th and Arch Sts., 
Philadelphia, Pa. 

CauirorniaA Retart Harpware & IMPLEMENT ASSOCIATION 
Convention, Hotel Whitcomb, San Francisco, Feb. 14, 15, 
16, 1933. LeRoy Smith, manager-treasurer, 417 Market St., 
San Francisco, Cal. 


Week of Feb. 19, 1933 


Onto Harpware AssociATION 39TH CONVENTION AND Ex- 
HIBIT, Toledo, Ohio, Feb. 21, 22, 23, 24, 1933. Sessions: Com- 
modore Perry Hotel. Exhibit: Exhibition Bldg. James B. 
Carson, secretary, 708 Winters Bank Bldg., Dayton, Ohio. 


Missourt Retawi. Harpware ASSOCIATION CONVENTION 
AND Exuisit, New Hotel Jefferson, St. Louis, Mo., Feb. 21, 
22, 23 1933. F. X. Becherer secretary, 5106 N. Broadway, 
St. Louis, Mo. 

Vircinia Retait Harpware Association ConvENTION, Roa- 
noke, Va., Patrick Henry Hotel, Feb. 22, 23, 24, 1933. Thos. B. 
Howell, secretary, 602 E. Broad St., Richmond, Va. 


Week of Feb. 26, 1933 


New Encianp Harpware Deacers Association 40TH Con- 
VENTION AND ExuHisITION, Mechanics Bldg., Boston, Mass., 
March 1, 2, 3, 1933. George A. Fiel, secretary, 140 Federal 
St., Boston, Mass. 


Week of April 16, 1933 


PANHANDLE HarpWARE AND IMPLEMENT AssocIATION Con- 
VENTION, Hotel Amarillo, Amarillo, Texas, April 17, 18, 19, 
1933. C. L. Thompson, secretary-treasurer, Canyon, Texas. 


Weeks of May 1 and 8, 1933 


Toy MANUFACTURERS OF THE U. S. A., Inc., Cutcaco Toy 
Fam, Stevens Hotel, May 1 to 13 inclusive. James L. Fri, 
managing director, 200 Fifth Ave., New York, N. Y. 


Week of June 11, 1933 


Loutstana Retam Harpware AND IMPLEMENT ASSOCIATION 
ConveENTION, Francis Hotel, Monroe, La., June 12, 13 and 14, 
1933. J. C. Ritchie, secretary, Box 532, Ruston, La. 


MississipP1 Retam. HarpwaRE AND IMPLEMENT AssocIA- 
TION, 27th Convention, Robert E. Lee Hotel, Jackson, Miss., 
June 12, 13 and 14, 1933. Guy Nason, secretary-treasurer, 
Starkville, Miss. 
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A FRETCHER FRANCHISE 
MEANS THIS FOR YOU 


@ MORE PROFIT 
@ MORE SATISFIED CUSTOMERS 
@ NO RETURNED GOODS 


® SMALL STOCK TO MEET EVERY 
REQUIREMENT 








Fretcher Universal Wringer 
Rolls may be cut to desired 
lengths. They are guaranteed 


not to break loose from the HOW 


shaft. With a small stock MUCH 
you can meet every require- OF A 
2,500,000 


ment with certainty of satis- 
fied customers and no re- 
turned goods. Write today 
for descriptive literature. 


FRETCHER ACCESSORY ITEMS 
The new quick sale of Fretcher Slip-On Tub Hose 


and Drain Hose bring in more profit. Items every 
housewife needs. Something new—something nec- 
essary. 


FRETCHER’S, Inc. 
211 Glasgow Ave. - - Akron, Ohio 


YEARLY MARKET 


is YOURS? 





ELEVATOR 














Replace it 
with ..A 


KIMBALL 





Is your elevator old 
and shaky? Why not re- 
place it with a Kimball 
machine—They are com- 
pact, powerful and safe— 
Tell us the job it has to do 
and let us submit prices and 
data on machine to do it. 


What areyour requirements? 
We have an Engineering 
Dept. to aid you. Write us! 


KIMBALL BROS. CO. 


1205-19 Ninth St. 
Council Bluffs, Ia. 6AA 
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Stearns Broilett 


Combination pan and griddle 
of durable, close-grained iron. 
Grid supports food and pan holds 
heat and catches drip. Pan alone 
may be used as a skillet. No. 
1 pan, 9 by 7 inches. No. 2 pan, 
9 by 12 inches, for large sirloin 
steak, eight chops, etc. Respec- 
tive list prices, $1.00 and $1.50. 
E. C. Stearns & Co., Syracuse, 
N.Y. 





“Safe-T-Seet” Window 
Cleaning Seat 


Has width of twenty inches, 
adjustable from 20 to 34 inches 
in width. Other sizes available. 
Metal parts are enameled in 
dove-gray, wood is left in nat- 
ural color. Projecting parts are 
covered with high-grade felt, to 
protect woodwork. Each seat 
tested with 400-lb. steel block 
before it is shipped. Seat weight, 
less than 13 Ibs. Felt-covered 
metal arms resting on jambs of 





window, as illustrated, have max- 
imum breaking strain of nearly 
2000 lbs., says the maker. Oper- 
ating instructions with each unit. 
Packed in individual corrugated 
paper boxes or in crates of six, 
without paper boxes. Suggested 
retail selling price, $7.95 within 
the first six parcel-post zones, 
$8.95 in seventh and eighth 
zones. Dealer discount, 33 1-3 
per cent. Two 13 by 18 inch dis- 
play boards furnished free with 
every first order. Safety Device 
Co., 1112 N. Marshfield Ave., 
Chicago, III. 


Carlton Enduro Stainless 
Steel Kitchen Utensils 


Will not tarnish, rust nor lose 
its lustre, and is easily cleaned, 
says the maker. Line includes: 
covered kettles, oval roaster, fry- 
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ing pans, round griddle, deep 
skillet, lipped preserving kettles, 
covered sauce pots, covered cas- 
serole, double boiler, cake pan, 
lipped sauce pans, cake turner, 
ladle, covered sauce pans and 
deep pie pan. Entire line is com- 
pletely made of Enduro stainless 
steel, including bodies, all trim- 
ming such as bails, ears and 
handles as well as rivets. The 
Carrollton Metal Products Co., 
Carrollton, Ohio. 


“Heo” No. 231 Cylinder 
Rim Night Latch 


Has iron case, 24%4 in. by 3% 
in. x % in. with 2% in. backset, 
5-disc tumbler cylinder with two 
Iron bolt, 


milled keys. brass 





plated, one-rim type No. 8% 
strike, one flat type No. 3% 
strike. Bolt held back by turn- 


ing knob to right. Heavy black 
japanned finish. Knob and face 
of cylinder polished brass. Spe- 
cial die cast alloy. Five hundred 
key changes, master-keyed in 
groups, or keyed alike. With or- 
der for three dozen latches a 
mounted sample is available, with 
charge for lock. Dealer cost, 
$4.80 per dozen, slightly higher 
on Pacific Coast. Independent 


Lock Co., Fitchburg, Mass. 


Horton Sales 
Manual No. 614 


With a modern cover having 
the caption, “Horton Since 1871,” 
showing an airplane and a stage 
coach. The first Horton washing 
machine built in 1871 and said 
to be America’s first washer is 
illustrated. Diagrams, pictures 
of parts, phantom views of units 
and illustrations of new models 
are included as well as complete 
descriptive matter. Entire cata- 
log is an example of modern ar- 
rangement. Horton Mfg. Co., 
Fort Wayne, Ind. 


Circular Shows Perfec- 
tion Heaters In Colors 


Including models illustrated in 
color with Pyrex Brand glass 
heat-proof globes and stoves with 
all-metal drums. Colors include 
pastel shades, black, white, etc. 
Perfection Stove Co., Inc., 7609 
Platt Ave., Cleveland, Ohio. 








Universal No. 780 
Electric Mixer 


Beater, juice extractor and 
vegetable cutter. Portable. Beat- 
ers tilt back when not in use. 
Unbreakable porcelain enameled 
bowls, in jade green with black 
bead. Chromium plated beaters, 
easily attached and detached by 
simple spring lock. Die cast 
aluminum juice extractor core. 
Base has rubber feet. Large mix- 
ing bowl sets on revolving plat- 
form, turned by beating action 
on batter. Six-foot rubber-cov- 
ered cord with coil spring to pre- 
vent kinking. Weight in carton, 
15 lbs. A.C. or D.C. operation. 
Height over all, 14% in. Base, 
10% in. by 5% in. Bowls, 1 
quart and 3 quart capacity. Lan- 
ders, Frary & Clark, New Britain, 
Conn. 


Violet Lamp 


For domestic use, particularly 
offered for sale in combination 
with an aluminum reflector for 
converting bridge lamps _ into 
health lamps. The maker states 





that they last as long as regular 
incandescent lamp bulbs. Fits 
into the standard light socket, 
operates on a. c. or d. c. current. 
No additional apparatus needed, 
says the maker. Cosmos Cor- 
poration, Newark, N. J. 


F. E Myers & Bro. Co. 
Issues Catalog No. 65 


Supersedes catalog No. 64. 
Illustrates, describes and lists the 


company’s entire line of prod- 
ucts. New reduced list prices 
are given together with new illus- 
trations. Contains 364 pages of 
information, including freight 
rates from the plant to various 
points in United States and Can- 
ada, illustrations of dealer helps, 
registered trade names, names of 
general and foreign agencies, 
salesmen and branch distributing 
houses, etc. Tables are included 
as well as rules for determination 
of horse power required for 
pumping water. The F. E. 
Myers & Bro. Co., Ashland, Ohio. 


Loma Junior Spreader 


Spreads to a width of 14 in., 
capacity 15 lb. of Loma or 25 lb. 
of grass seed. Adjustment for 
different applications. Equipped 
with scatter board and bolted-on 
agitator. Painted dark green 
with red wheels. List, $2.65 


each. Dealer cost, lots of six, 
$1.90 each; lots of 12, $1.80 
each. Tennessee Corp., 61 


Broadway, New York City. 























Auto-Home Stoker 


Automatically feeds coal or 
coke at necessary intervals, in 
small quantities, shaking grate 
free of ashes at the same time. 
Unit is portable and _ easily 
wheeled from furnace. Two-year 
guarantee. Uses current from 
regular electric wall socket. Said 
to operate quietly and at low 
cost. A booklet entitled “Sell- 
ing Automatic Heat to the Home” 
describes the unit, gives sales 
points and other important in- 
formation. Auto-Home Stoker 


Corp., 1730 S. Michigan Ave., 
Chicago, Ill. 





HARDWARE AGE 











| Aimball | 





en 
HAND POWER ELEVATORS 





Fast and Safe 


A most inexpensive and 
simple elevator to install 
and operate where‘an elec- 
tric elevatoris not feasible 
— comes sawed, drilled, 
fitted ready for anyone 
handy with tools to as- 
semble and install. 


Builders of 


Hand Power 
Light Electrics 
Push Button 
and All Types of 
Electric 

Elevator 
Machines 



























WRITE FOR DETAILED INFORMATION ON 


KIMBALL ELEVATORS 
KIMBALL BROS. CO. 


1205-19 Ninth St. Council Bluffs, Ia. 


4AA 








O. AMES 





Parkersburg, W. Va. 





Famous A-B-W Brands 


O. AMES KNOXALL 
BRONCO MONONGAH 
PACEMAKER HUSKY 





The Shovel That Built America 


AMES-BALDWIN-WYOMING SHOVEL CO. 


RED EDGE 
PONY 
COAL BLUFF 











Mechanics who have used Nicholson 
Files are self appointed salesmen for 
these tools, telling others of their 
desirability, dependability, quality. 


This outside good will is an asset 
which automatically becomes yours 
when you sell a Nicholson File. 


At your jobber’s 


NICHOLSON FILE COMPANY 
Providence, R.1., U. S.A. 





— AFTLE FOR EVERY 


An extra asset 


HOLS, 
Sse% 
OSA 


° 
(TRADE MARK) 


PURPOSE 
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Bommer 
Spring Hinges 


Ke 

are |, by 
the best | , rigorous 
fe) test 


Millions 
and Millions 


of People are Pushing 


Them 


whenever they open a door 





























Follow the line of least resistance 


Sell Bommer Always 
They are the best 


Bommer Spring Hinge Co., Brooklyn, N. Y. 


ARMSTRUNG BROS. 





















6 features 1 


that Sell this 
Pipe Vise 


Here are six features that mean a lot to a user of pipe tools, features that 
close sales. All six can be had only in an ARMSTRONG BROS. Pipe Vise. 


1. Drop Forged Steel Hook—absolutely unbreakable. 
2. Certified Malleable Iron Frame. 

3. Special Steel Screw with double-wear thread. 

4 

5 





. Oval End Handles—will not pinch hands. 
. Replaceable Tool Steel Jaws with milled teeth. 
Quick-action Hinge —aligned, non-wobbling. 


6. 
Each ARMSTRONG BROS. Pipe Tool (they comprise the most complete line 


made) has a number of improved, sales-closing features. You can build pipe 
tool business on this line for these tools sell, give satisfaction and bring 


customers back. 


Write for ARMSTRONG BROS. TOOL CO. 
Catalog “The Tool Holder People” 

P-10 314 N. Francisco Ave. CHICAGO., U.S. A. 

a ed 
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Jewell Post 
Hole Digger 


Featuring stop-lock hinge, said 
to prevent wiggling and side mo- 
tion. Hinge works close to stops, 
taking strain off bolt. The maker 
states that construction enables 
operator to deliver a solid depth 
stroke into the soil. Has no ribs 
on inner side. Handle, square 
and chucked on butt end making 
it fit ee, gre in a square casting 





socket, which is also tapered. 
Slotted sides. One rivet through 
each handle permits further 
tightening. Blades, 5% in, by 
9 in. riveted flush to shoulder of 
casting, taking strain off rivets. 
Made of malleable castings, cru- 
cible steel blades, matched Al 
quality hickory handles. Bright 
enamel finish. Handles 4 feet 
long. Packed in bundles of two. 
Iwan Bros., South Bend, Ind. 








Badger Septic Toilet 

Is a complete sewage disposal 
unit within itself. The maker 
states that sewage drops into the 
tank and that neither flushing 
nor a water system is required. 
Requires no chemicals, has no 
mechanical parts. Only enough 
water is required to keep the 
tank full, tank being filled at 
installation, requires one pail of 
water poured into the bowl each 
day. The maker states that 
special methods of installation 
prevent freezing in northern cli- 
mates. By connecting a lavatory 
to the tank waste water supplies 
the tank. The maker states that 
tank odors cannot escape into the 
toilet room as they go out into 
the tile bed while bowl odors 
are carried off by vent pipe. 
List prices vary from $60.00 up. 
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Western Metal Specialty Co., 
3043 N. 30th St., Milwaukee, Wis. 





“Flosol Cream” 
Soldering Flux 


A white creamy chemical 
brushed on -netal to be soldered. 
The maker states that coating 
dries in from 10 to 15 minutes 
and that flux-covered surface can 
be tinned or soldered either be- 
fore or after coating dries. De- 
signed for soldering sheet steel 
but will flux most of commonly 
used metals except aluminum 
and its alloys, says the maker. 
Residue may be removed with 
wet cloth or with Deoxidine to 






| Side: CREAM USED LIKE PAINT 
American Chemical Paint Compa? 


s & FACTORY 





ENR OMnict 


oS 









AMBLER. PA noe 


prevent metal from rusting. The 
maker states that it will not run, 
nor spread and that ‘corrosive 
fumes and pits in the solder with 
flux entrapped in them are en- 
tirely absent. Color makes areas 
coated conspicuous. In 12-lb. 
cans, 60-lb. pails and household 
size cans. American Chemical 
Paint Co., Ambler, Pa. 





Hoppe’s No. 9 Nitro 
Powder Solvent Con- 
tainer Improved 

A two-ounce bottle with wide 
neck and screw-cap. New bottle 
neck wide enough to permit small 





bore brush or rod with cleaning 
patch to be inserted in bottle. 
Cap lithographed in yellow, car- 
rying out color of label with the 
name “Hoppe” across the top 
in black. Frank A. Hoppe, Inc., 
2410 N. 8th St., Philadelphia, Pa. 


Thor Ironer Conversion 
Unit No. 26 


For converting Thor attach- 
ment models into portable table 
ironers. Aluminum housing 
mounted on wood base, 10% in. 
x 335/16 in., with four rubber 
cushion feet. Reduction gears 
and motor, fully enclosed in 
housing. Direct drive. Requires 
no lubrication attention. Upper 
end of housing fits attachment 
ironer, from which adapter has 








been ae. Three screws 
which secured adapter are used 
to secure attachment ironer to 
drive unit. Electrical receptacle 
is mounted on base. Cord sup- 
plied for connection to wall re- 
ceptacle. Only one cord required 
to supply current for both motor 
and shoe heat. Ivory base and 
polished aluminum housing. 
Drive unit alone, 20 Ibs. net. 
With attachment ironer, 53 lbs. 
No. 26 converts attachment ironer 
models No. 0 and No. 0-1A, 
which fit Thor washers Nos. 1, 
2, 16 and 31. No. 26-8 converts 
attachment ironer models No. 
0-T and No. 0-8A, which fit Thor 
washer No. 8. List price, con- 
version unit, $24.50. In Canada, 
Rocky Mountain area and west, 
slightly higher. Hurley Machine 
Co., 22 St. and 54 Ave., Chicago, 
Ill. 


Leiners’ Brushes, Mops, 
Dusters Shown in Cata- 
log 70 


Which also illustrates dealer 
displays stands and counter dis- 
play boxes. Specifications and 
illustrations on line of mops, 
brushes and dusters. Geo. S. 
Leiner & Co., 1250 Brook Ave., 
New York City. 


Greenfield “Slip-On” 
Re-Threading Die Sets 
Enables repair of bruised and 
battered threads. Resembles or- 
dinary round die that has been 
cut in two halves, the pieces of 
which are held together by flat 
spring on side of die. To use, 
parts are pulled apart, die 
slipped over clean, unbruised 
portion of thread, special ratchet 
stock is dropped over die and 
screw is tightened. Then it is 
backed off over damaged threads. 
In NC(USS) and NF(SAE) 
threads, all sizes from %4 in. to 
1% in., inclusive. For individual 
sale or in assortments. Sets in- 
clude GTD Ratchet Stock per- 
mitting use of dies in close quar- 
ters. Stock can also be used to 
hold any round die 2 in. in 
diameter. Greenfield Tap & Die 





Corp., Greenfield, Mass. 








Stanley Mitre Boxes 


For school and carpenter mar- 
ket, of simple design and sturdy 
construction. Swivel and up- 
rights, cast in one piece from 
malleable iron. Malleable iron 
legs and saw guides. Two roller 
bearings in each saw guide. Au- 
tomatic saw guide catches saw 
above work, leaving free both 
hands for placing work in posi- 
tion. Swivel lever and lift screw 
designed to automatically raise 
saw out of kerf cuts when chang- 
ing swivel position. Positive saw 
guide stops and depth stop plates 
control depth of saw cut. Ser- 
rated teeth, lock washers and 
strong screws hold stops and 
plates in place. Quadrant grad- 
uated in degrees, indexed for cut- 





ting 3, 4, 5, 6, 8, 12 and 24 
sided figures. Swivel provided 
with double clamping device 
which holds firmly at above men- 
tioned imdex holes or at any de- 
gree marked on quadrant. Other 
features: adjustable spurs in 
back, stock guides, first quality 
mitre box saw and length stop, 
making possible sawing of dupii- 
cate pieces of practically any 
length. Finished in blue, orange 
and silver. No. 2244, 24 in. by 


4 in. saw; No. 2246, 26 in. by 4 
in. saw, and No. 2358, 28 in. by 
5 in. saw. Capacities at right 
angle, 8% in. for Nos. 2244 and 
2246, 9% in. for No. 2358. The 
Stanley Rule & Level Plant, New 


Britain, Conn. 
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American Made 
for 


American Homes 


Moore Push-Pins 
and 





Moore Push-less Hangers 
To hang things to walls 


Wherever shown In our new small Counter Di 
Ing one coaee 100, Packets each, they sell quickly and give 


re pro dealers. Get one or two sp m r 
obber, Write us for Descriptive ¢ Circular, “Timely Tips,’ How 
to Hang Pictures, to give to your customers. stl 


MOORE PUSH-PIN COMPANY 
113-125 Berkley St. Philadelphia, Pa. 


lays, hold- 




















NEW 
U.S. LAVA 


STAINLESS 


ACID RESISTING 


ENAMEL WARE 





A NEW CREATED BY PUBLIC DEMAND 
ITEM Mr. Merchant: Buy to sell—not to carry 
in stock. Give the public what it wants. 
SEE i CHICAGO SHOW—JAN. 9th-14th. 
DISPLAY STEVENS HOTEL. ROOM 713. 


UNITED STATES STAMPING CO. 


QUALITY ENAMELED WARE - MOUNDSVILLE, W. VA. 





SHIELD BRAND DRILLS 

















Chicago 


| THE STANDARD TooL (0. 


CLEVELAND 





New York 

















MOLDED RUBBER GOODS 
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—7— FLORENCE 
Gas Ranges 


Modern Console and Table 
Top Models. All latest im- 
provements, Full line — 
finest quality. 


FLORENCE STOVE COMPANY 
ESTABLISHED 1872 
GARDNER, MASS., U. S. A. 


Oil Ranges, Wickless and Wicktype; Portable Ovens; Space 
Heaters; Water Heaters; Range Burners and Electric Stoves. 
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We stock a complete assortment of rubber 
370 Atlantic Ave., Boston, 
ucts for every meas- 


tips and bumpers, and are equipped to manu- 
uring requirement. 


OFAIN TAPES— 
=. ro 





quirements. Catalogue No. 50 on request. 
RULES and a 
SAGINAW, MICHIGAN 


ELASTIC TIP yo enageed 
Best quality prod- 
106 Lafayette St., New York City 




















A COMPLETE LINE OF BRUSHES 





A QUALITY LINE OF BRUSHES 





A PROFITABLE LINE OF BRUSHES 





FOR THE HARDWARE MARKET 
THE OSBORN MANUFALTURING LOMPANY 


Filelale Ma @ illo 


5401 Hamilton Avenue - Clev 
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a 


The Nationally Established 
Brand 


The Choice of Your Community 





“The Recollection of Quality Remains 
Long After the Price is Forgotten” 
E. C. SIMMONS 
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CLASSIFIED ADVERTISING 
RATES 





Positions Wanted and Help 
Wanted Advertisements at Spe- 
cial Rate of one cent a word, 
minimum fifty cents per in- 
sertion. 











Use the “Classified Opportunities Section’? to Reach Hardware Manufacturers 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 


apply to “Business Opportunities,” “Sales 
Accounts Wanted” and “Sales Representa- 
tives Wanted” advertisements. 





Set Solid, Minimum of 50 words... .$3.00 


Each additional word.......... - 06 
All Capitals, Minimum of 50 words.. 4.00 
* Bach additional word...........+ .08 


Allow Seven Words for Keyed Address. 





Remittance Must Accompany Order -. 


Samples of merchandise, literature, catalogs, etc., will not be forwarded 


BOXED DISPLAY RATES 





Discounts for Classified Advertising 
4 insertions, 10% off, 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted or Help 
Fe Wanted Advertisements. 
HARDWARE AGE is published every other 
Thursday. Forms close Nine Days previous 
to date of publication. 
Address your advertisements and replies te 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City. 














BUSINESS OPPORTUNITIES 


SALES ACCOUNTS WANTED 


POSITIONS WANTED 





INVESTMENT OPPORTUNITY: A hard- 
ware, lumber and building supply business of 
fifty years standing could supply employment to 
capable, honest, industrious employe trained in 
one of these lines with three to five thousand 
dollars to invest in or loan to the business. Ad- 
dress Box B-4, care Harpware Ace, New York 


City. 





FOR SALE—First class up-to-date hardware 
store for sale or trade. Good lease, good business 
that I will trade for two or more good farms, or 
will trade a good big farm all clear for a hard- 
ware store. Address Box B-3, care of HARDWARE 
Ace, New York City. 





SALE: A clean, up-to-date hardware 
Highest grade fixtures, clean stock. Low 
rental. Good location in small town twelve miles 
from Chicago. Inventories at about $8,000. Want 
$5,000. Must sell because of ill health. Address 
Box-9, care of Harpware Ace, New York City. 


FOR 
store. 








SALES REPRESENTATIVES WANTED 


SALESMEN WITH CARS, who know the 
hardware, housefurnishing and department store 
trade in their territory to represent sales com- 
any handling a number of manufacturers’ lines. 
Straight commission. Must devote entire time to 
our lines. State territory you desire. Give three 
references, age and enclose a snapshot picture 
of yourself. Territories open in Atlantic sea- 
board states, Ohio, Tennessee, Alabama and 
Georgia. If you want consideration, give com- 
plete details in first letter. Address Box J-979, 
care of Harpware Acz, New York City. 








MANUFACTURER’S REPRESENTATIVE 

ANTED CALLING ON HARDWARE 
JOBBERS AND DEPARTMENT STORES TO 
REPRESENT NATIONAL MANUFACTURER 
FOR PATENTED HOUSEHOLD STAPLE 
MARKETED WITH PROVEN ADVERTIS- 
ING PLAN. IN REPLY GIVE DETAILS OF 
BUSINESS HISTORY, NUMBER OF MANU- 
FACTURERS NOW REPRESENTING AND 
ANNUAL VOLUME. ADDRESS B-8, CARE 
OF HARDWARE AGE, NEW YORK CITY. 





SPLENDID OPPORTUNITY _ for Sales 
Agents calling on Retail Hardware, Housefurnish- 
ing and Furniture stores to sell established line 
having 30-year Dogg reputation with the trade. 
Territories available in Pennsylvania, New Jersey, 


New York, Delaware, Maryland, West Virginia, 
Virginia, a Kentucky, New England 
States. Address Box J-994, care of Harpwarp 


Ace, New York City. 





SALESMAN WANTED—Manufacturer of a 
garden implement, a great improvement over any- 
thing similar on the market today, is ready to 
allot sales territory in the United States. Hard- 
ware specialty salesmen with established clientele 
are requested to communicate with the Sund- 
strom Pressed Steel Company, 8030 S. Chicago 
Avenue, Chicago, III. 





SALESMEN WANTED—We have an easy 
selling sideline for salesmen calling on hardware 
jobbers and chain store syndicates. Address 
Box 7484-A, Harpware Ace, 802 Otis Bldg., 
Chicago, IIl. 





SALESMAN WANTED in various states to 
sell established line of paint brushes. Leads fur- 
nished. Liberal commission basis. Address Box 
J-936, care Harpware Ace, New York City. 
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EXPERIENCED SPECIALTY SALESMAN 
available. 38 years old, married, will furnish best 
of references as to past sales, ability, honesty, 
character. Familiar with : sales pro- 
motion, holding sale conferences, etc. ight years’ 
experience in electrical and hardware lines to 
jobbers, dealers, dept. stores in eastern half of 
country representing leading manufacturer. De- 
sires to make connection with several reputable 
concerns, commission basis, New England States 
or any part. Address Box J-986, care of Harp- 
warE Ace, New York City. 





MANUFACTURER’S REPRESENTATIVE: 
Gentile, 34 years old, twelve years’ sales experi- 
ence, now representing in New England two 
nationally-known manufacturers, desires one ad- 
ditional nationally-known line. Contact every 
hardware and mill supply jobber in New Eng- 
land, and actually selling every hardware jobber 
in this territory. Personal interview invited. Ad- 
dress Box B-14, care of Harpware Ace, New 
York City. 





MANUFACTURER’S REPRESENTATIVE 
of several years’ experience, and valuable ac- 
quaintance with buyers of wholesale and retail 
hardware—mail order houses and department 
stores in Chicago and Milwaukee, wants line for 
direct representation, on commission basis, or 
as distributor carrying his own accounts. Address 
Box 7482-A, Harpware Ace, 802 Otis Bldg., 
Chicago, Il. 





MANUFACTURER’S AGENTS desire worth- 
while lines for hardware and department store 
trade. Jobbers and direct to dealer. Territory 
Western New York or entire State. Can offer 
conscientious and intensive representation. Ad- 
dress Box care of Harpware AcE, New 
York City. 





I WANT A STANDARD LINE of wanted 
merchandise for the Hardware ,and Department 
store trade in the States of New York (city 
excepted) and Pennsylvania. I cover this territory 
in my car. Address Box J-995, care of HarDWARE 
Ace, New York City. 








HELP WANTED 


EXPERIENCED HARDWARE MEN located 
within the Metropolitan district of New York 
City will find it to their ——- to register 
with this bureau for positions. e are called 
upon from time to time to fill vacancies in the 
hardware industry and we need clean cut and 
thoroughly experienced young men. No registra- 
tion fee required. 

ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street 
Wisconsin 7-1802 New Yerk City 








HARDWARE SALESMAN—For factory, real 
estate and store trade in the Metropolitan area; 
an opportunity for an experienced salesman to 
affiliate himself with a growing wholesale hard- 
ware concern in New York City; liberal commis- 
sion basis. Write stating particulars and ref- 
ences, Box 15, 390 Broadway, Brooklyn, N. Y. 





WANTED—Salesman to sell hardware and 
housefurnishings in Metropolitan Area. Estab- 
lished territory. Commission basis. Address Box 
B-15, care of Harpware Acez, New York City. 





EXPERIENCED HARDWARE PERSONNEL 
with many years of training in the Hardware 
and allied industries are registered with this 
bureau. Executives, salesmen, clerks and tech- 
nical employees each thoroughly experienced in 
his line. n New York’s metropolitan district 
we are considered the leading employment agency 
for hardware personnel. If you require experi- 
enced help at any time, please do not hesitate 
to call upon us. We charge you nothing for 
this service. You need but phone to receive 
prompt attention. Address: 

ASSOCIATED PLACEMENT BUREAU 

152 West 42nd Street 
WIsconsin 7-1802 New York City 





TRAVELING SALESMAN—twelve years’ 
successful sales experience, wholesale hardware, 
furniture, electrical specialties. Last three years 
representing nationally advertised line to depart- 
ment store, hardware and housefurnishing ac- 
counts in Michigan, Indiana, Ohio. Good follow- 
ing. Forty-one years of age, married. Prefer 
connection with manufacturer desiring represen- 
tation in this territory. Satisfactory references 
furnished as to character and ability. Address 
Box 5, care of Harpware Ace, New York City, 





SALESMAN—Highest type Specialty desires 
to connect with a reliable manufacturer on a 
salary basis where continual traveling is desired. 
Past six years traveled the fifteen middle western 
states, west of the Mississippi, calling on the hard- 
ware and electrical jobbers besides the department 
stores and utility companies. Can furnish the 
very highest references as to ability, integrity, etc. 
Address Box 7481-A, Harpware Ace, 802 Otis 
Bldg., Chicago, Ill. 





HARDWARE MAN, forty years of age, 
single, sober and industrious, thoroughly ex- 
perienced in the hardware business, 
wholesale and retail, desires a position with 
some reputable retail firm as manager or ssies- 
man where ability and work will be appreciated. 
Can furnish best references. Middle west or 
south preferred. Address Box J-905, care of 
Harpware Ace, New York City. 





SALESMAN desires position selling to IIli- 
nois retail hardware and department store trade. 
Cover state thoroughly ao Chicago, making 
all towns large and small. ave sold this trade 
for years; am well established and have the deal- 
ers’ confidence. Am reliable and have a repu- 
tation of being an able salesman. Address Box 
J-977, care of Harpware Acgz, New York City. 





ARE YOU GETTING ~~ share of New Eng- 
land Business? Sales ecutive with broad 
experience covering the whole phase of jobber dis- 
tribution, purchasing, supervision, selling, etc., 
contacting the Wholesale and Retail Hardware 
Trade and Associated sources of distribution, im- 
mediately available. Address Box B-1, care of 
Harpware Ace, New York City. 





SALESMAN-—Six years’ experience calling on 
the hardware and electrical jobbers, department 
stores, etc., Chicago to Pacific Coast; free to 
travel, salary or drawing account only considered. 
Furnish the very highest references. Address 
Box 7483-A, Harpware Ace, 802 Otis Bldg., 
Chicago, Ill. 





BUILDERS’ HARDWARE SALESMAN: Over 
twenty years’ experience in New York State, New 
ersey, Pittsburgh and Canada + eengae | a 
eading builder’s hardware manufacturer. est 
references. Traveling preZerred. Address Box 
B-11, care of Harpware Acre, New York City. 
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CLASSIFIED OPPORTUNITIES 











POSITIONS WANTED 


HARDWARE SALES EXECUTIVE with 
thirteen years’ experience in actual and successful 
sa 





THOROUGHLY SEASONED retail hardware 
man, 30 years’ experience in builders’ hardware, 
housefurnishings and general hardware. Knows 
builders’ hardware from the ground up, estimat- 
ing from blueprints. Capable as manager of de- 
partment or of entire store. Very best of ref- 
erences. Address Box J-976, care HarpWARE 
Ace, New York City : 

REAL WORKER seeks connection with hard- 
ware dealer or tool and supply house—capable, 
dependable, thorough, experienced employment 
essential, executive or clerical. References satis- 
factory, location immaterial. Address Box 7480-A, 
Harpware Ace, 802 Otis Bldg., Chicago, Ill. 





p, sales-management, and promotion, 
is seeking permanent connection with hardware 
jobber desiring to increase and build up sales. 
Unquestionable references. Address Box B-13, 
care of Harpware Ace, New York City. 





HARDWARE BUYER: Wholesale. Forty-two 
years of age, married. Fourteen years’ purchas- 
ing experience. Capable, reliable and competent. 
At present employed but wish to make change. 
Twenty years’ of wholesale hardware experience 
with two jobbers. Will go anywhere. Have ex- 
cellent record and references. Address Box B-10, 
care of Harpware Ace, New York City. 


BUYER AND MANAGER for fifteen years 
with large Southern Shelf and Heavy Hardware 
and Mill Supply house seeks connection in any 
capacity. Good executive and organizer also a 
good detail man. Always earned good dividends. 
Address Box 7, care of Harpware Ace, New 
York City. 





SALESMAN—Ohio resident, 35 years of age, 
married; acquainted with hardware and drug 
distributors, also chain stores and department 
stores throughout West Virginia, Ohio, Michigan, 
Indiana and Kentucky, desires specialty line. 
Eight years with last last employer. Best of ref- 
erences. Address Box B-12, care of HarpwarE 
Ace, New York City. 











In Your Show 


look 


sight-seers. 
Need Help? 





It’s surprising what a crowd will stop and 
at a window display when a little 
thought is mixed with the right merchan- 
dise, especially seasonable ha 


And if the goods and prices are tempting— 
you'll succeed in making customers out of 


Put On a “Good Show’’ 


Window 


‘ware. 


amples 


Read it—apply its suggestions—put on a 
“Good Show” in your Show Window. 


HARDWARE AGE, 239 West 39th Street, New York City 


Hardware Age is continually reproducing 
window displays that show good taste and re- 
turn good profits. 


Every issue of Hardware Age contains ex- 


of effective window advertising. 
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The 
Standard 
No. 48 ae. ad Wrench 


The B. & C. Adjustable “S” Wrench has 

long demonstrated its efficiency for all- 
around work, especially in corners and tight places where 
ordinary wrenches are practically useless. Quick, easy 
adjustment, ample strength and interchangeable parts are 
features which make it a steady, profitable seller. Sizes: 
6, 8, 10, 12 and 14 in. 


Ask your Jobber Sanaa 
Bemis & Call Co. 
Springfield Mass. “SS 
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BAMSON TRA 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


Yate) « OO). 9D 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality forits particular use. 
é in Sash Cord”’ 


COTTON TWINES 


‘There IS a Differ reare 
OTHER BRAIDED CORDS - 


Send for catalogue, samples and selling information 




















COLUMBIAN 


is the ROPE that is 
flexible when wet... 
Sell your customers this 
Modern Rope. It rep- 
resents Value and Long 


Service. 


Columbian Rope Company 
Auburn, “The Cordage City”, NLY. 


Branches: New York, Chicago, 
Boston, New Orleans 























p BRUSH-NU COMPANY 


BALTI MORE MARYLAND 















Display Assortment Contains: 


2 Pkg. 210 Black 

2 Pkg. 210 Tan 

| Pkg. 210 Red 

{ Pkg. 210 Brown 

1 Pkg. 210 White 

2 Pkg.210 Green 

1 Pkg. 43 Brass PI. 
1 Pkg. 42 Brass Pl. 
! Pkg. 220 Black 


! 
r] Pkg. 220 Tan 
! Pkg. 220 White 
' Pke. 1512 Antique 
{ Pkg. No. 9 Na’ 
1 M3 emer 
9. e. 
pekatall Pi Price = SS 1 Pkg. 7/16 N.PI.Thumb- 
Packs contain 50 cach. Welsht 2% Ibs. Complete 


Robert E. Miller, Inc., 35 Pearl Street, New York City 
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The New Wrapping Sells Them 





American King Hammer, Hatchet and Axe Handles are 
selling faster than ever, because the shaven, air- 
dried hickory quality is unbeatable and the new transpar- 
ent display envelope presents them in a clean and invit- 
ing manner. 

Write for prices 


AMERICAN HANDEE COMPANY 
Jonesboro, Arkansas I 

























Known everywhere by name 
and recognized as the stand- 
ard friction tape of the coun- é 

try—Bull Dog Friction Tape. : M a ad 
Nationally advertised. 1, j 7 : 
2, 4 and 8 ounce rolls. 
In full color cartons 
packed in full color dis- 
play containers. 


BULL DOG 


FRICTION 


TAPE 


pyrery rer 


tte, 


The symbol of 
quality in cl 


Makers of the Foemous Weed Tire 
Cheine. 
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THANK YOU 
HIEF JONES! 
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1! DOUBLE X FLOOR CLEANER 
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Zinc-Insulated Fence 
Steel Fence Posts 
American Steel Gates 
Poultry Fence 
Netting 
Nails, Staples 
Barbed Wire 


National Expanding 
Anchor End & Corner 
Posts 


It's simple as A-B-C. When you buy your wire products from 
several different sources you have so many different brands to 
““sell”’ your customer on. 

How much better it is to buy from a single source—not only less 
bother—but MORE PROFIT. You can often make real savings 


on quantity orders and delivery. By selecting the American Steel 


& & € E & Wire Company as your source of supply you get this advantage 


—plus the line that's first in sales—first in demand—and first in 
profit, throughout the country. 
Now-—is the time to investigate. Write us today. 








AMERICAN STEEL & WIRE COMPANY 
Empire State Bldg., New York 
Hepes lorie oral 


208 South LaSalle Street, Chicago SUBSIDIARY OF unrreo]UQs stares STEEL CORPORATION 
94 Grove Street, Worcester AND ALL PRINCIPAL CITIES 


Pacific Coast Distributors: Columbia Steel C omp y, Russ Building, San Francisco 
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